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A New Policy of Clearance 


clearance of old stock from a new angle. The 

holding of goods because they represent a cost 
price lower than replacement values is something that 
should be studied in relation to the future develop- 
ment of style in footwear. Alert merchants are grow- 
ing in the belief that to hold over Fall goods until 
next Fall would not be safe in the face of the growing 
development of style and the values that new 
phases of the trade’s progress places on old mer- 
chandise. 

They frankly believe that the one best thing for 
retail merchants to do this season is to “clean up.” 
Get rid of the stock that has been accumulating and 
don’t let the selling price be the detriment because 
of its highness. Every time you can make one of 
those memorable New York clean ups, and every 
pair brings a profit and the shelves are left in yawn- 
ing readiness for the new Spring stock—do so. 

One of the strange and wonderful things about this 
after Christmas season is the fact that the public has 
ample money to spend and is spending it. We never 
saw such a riot of special sales as were listed in the 
newspapers of the leading cities the day following 
Christmas. Possibly the advertisers figured that 
thousands.of people were the recipients of gifts in 
money and wanted to translate it into gifts of 
utility. 

Two weeks ago we told of the excellent way that 
Fontius sold merchandise under the disadvantage of 
the “flu” through the fact that he had a list of his 
customers and their sizes and could render service 
under all the handicaps. If you have a list on hand, 


fk is time for the retail shoe industry to study the 


try an advance circular with a little letter telling the 
customer of a special pair being held in readiness at a 
special price. This will lift the top off of your 
clearances giving the advantages to your best cus- 
tomers. 

In last week’s issue we told of “Arriving at Real 
Values as a Basis of Stock Inventory.” Don’t hesi- 
tate. Find out now what your shoes are worth— 
not at cost but at sale. 

That store which “cleans ship’ now is in a better 
position to do a big Easter business and a big Spring 
trade prior to the receipt of the new footwear after 
June 1. 

A plan should be evolved by every store of mak- 
ing clearances as they go. It is easier and safer and 
has much of the advantage over the once-a-season 
clearance sale. 

There are many stores which have never had a 
clearance sale, but yet who are weekly “‘in clearance.” 
They have evolved a method of disposing of end 
sizes and old stock, and have found it effective fifty- 
two weeks in the year. To them clearance is simple, 
for it is always uppermost as a daily duty and strange 
to relate, it is not done on the P. M. basis. It is done 
on the knowledge of stock and the knowledge of cus- 
tomers. The patrons of that store are. sold the 
types and correct sizes that they can wear and there 
are-very few customers “‘buying shoes,” if you get the 
distinction. 

The time has come for the clearance of shoes from 
the merchant’s shelves for his own good and the de- 
velopment of the system of continuous clearance for 
the year 1919. 














Nor does quality determine price. A. Kohinoor 
diamond isn’t worth any more than a bit of glass 
among Hottentots. But among civilized people it is worth 
a king’s ransom. And such things come high these days. A 
shoe may be worth $4 or $6 or $8. But a $4 shoe cannot 
bring a price of $8, not with 50,000 shoe merchants competing 
for business. Nor can an $8 shoe be made for $4, not with 
leather, labor and overhead expense where it is today. 





“Px: does not determine quality.” True enough! 
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What We Might Have Expected if the 
A, B, C Plans Had Continued 


[Reprint of Editorial in ‘“‘Recorder,’’ December 21] 
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Stores, Inc., in bringing up a forgotten and untried chapter of 


hysterical shoe history. There is nothing to be gained. 
American merchandise in the survival of good fittings and 
good values demonstrates the continuance of service to the. 
public in retail shoe stores on a high scale of competitive 
business life. 

“Fair trade” is becoming more and more insisted*upon, as 
a basic rule of business; and fair trade methods should not 
be interfered with nor handicapped nor made the basis of 
“comparisons.” We have expressed the opinion, and still 









Diagrams, statistics and quotations may be made to seem 


to show that $8 shoes can be sold for $4. 
But the test of trade shows that values 
in shoes tend to a constant level. When 
merchants get to swearing that the 
other fellow’s prices are too high, it’s 
like the catcher telling the pitcher he is 
putting the ball over the plate at too 
swift a pace. The team play is broken 
up, and the game is lost and eventually 
the club throws up its franchise—and 
the place is put down as a punk ball 
town. It’s thesame with shoes. Don’t 
make your town a punk shoe town by 
hashing up “old ‘comparison’ stuff.” 

It is not necessary in the merchan- 
dising of shoes to resort to the tactics 
as exemplified by the Beck-Hazzard 
Stores, Inc., New York. The American 
public was fully informed November 15, 
that the War Industry Board’s plan of 
classification of shoes was discontinued 
as a war measure. This certainly made 
out of date any such comparisons as 
were used in the Sunday newspapers in 
New York, December 15. 


It is not fair to the craft and it is not 
fair to the public to take the half-baked 
plan, class A, B and C and draw from 
them the invidious comparison that one 
store is the model of service because of 
the limit of its pyramid of price while 
another store is a malicious profiteer 
because it takes a fair and equitable 
margin of gross profit to cover the type 
of service given in that store. The 
merchant’s pryamid is based on supposi- 
tion for it was not put into practise. It 
is obvious to the most amateur ob- 
server that there is something more 
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Price Does Not Determine Quality 


: According to publication, 
Bernard M. Baruch, Chairman of 
the War Industries Board, author- 
ized the following statement: 


“Through the patriotic co- 
operation of the entire boot 
and shoe industry, partici- 
pated in by the tanner, the 
manufacturer, the jobber, 
and the retailer, the Chair- 
man of the War Industries 
Board is able to announce 
that an agreement has been 
reached whereby the public 
cost of shoes will be stabil- 
ized within a range of prices 
calculated to give a satisfac- 
tory quality on a reasonable 
profit.” 


Profit Restriction on Shoes 

Class “B” men’s and women’s 
shoes, net price of manufacturer to 
jobber, $3.28 to $4.79. The price of 
retailer to consumer $6.00 to $8.95. 


Explanatory Paragraph 10 reads :— 


“Retailers may sell a Class ‘B’ 
shoe for less than $6.00, but for not 
more than $8.95.” 


te note the Lal, il 
ro —. which shows with | the 
same factory cost a big variation in 
refail selling price, not on account 
of the ori value of the shoe, but 
the difference in‘ the 





B,” whereas we 

















FTARD # 
SATE SHOES © 


a ee sell the 
same*shoe to the consumer 
at $4.50 that the War Indus- 


vantage to buy your 


Note actual comparisons and sav- 
ing in price on the diagram. 


All of oyr $5, a mai ato 
oskeoukan a 
seecmmmanall ji ratoowe 

as War 
Industries Board cancelled all price 
restrictions after the Armistice was 
signed. 


No Increase in Price 

We shall continue to sell our shoes 
on the above basis—as we did before 
the Government regulations. 


BECK HAZZARD STORES, Inc., 




















than leather fashioned into the shape 
of a shoe that goes into the service given the public 
and that commands a fair price in the legitimate shoe stores 
of the United States. 

Frankly, we question the judgment of the Beck-Hazzard 












The ‘‘Recorder”’ Gives Mr. Hazzard an Opportunity to Answer 
See Opposite Page 


We Question This Method of Advertising in Last Sunday’s New York Papers 


hold it, that any general trade custom which has been openly 
practised for many years among reputable business men, will 
usually be found to be based upon justice and common sense 
and the best good of the entire community. 
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Answer to Our Editorial, from R. P. Hazzard 





GENERAL OFFICE AND FACTORIES, 


‘NOT BIGGEST VOLUME 
BUT GREATEST EFFICIENCY” 


%. P. Baszard Co, 


MANUFACTURERS OF MEN'S SHOES 
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sur Je, Tay 


SHOE 


SHOES MADE AS THEY SHOULD BE, 
WITH RUBBER HEELS ALREADY 


GARDINER, MAINE : 
SALE@ROOM AND BOSTON OFFICE, 119 LINCOLN ST. WE SPECIALIZE IN “STYLES THAT SELL’—"SHOES THAT WEAR” ATTACHED 
NEW YORK OFFICE, ROOM 744, 47 WEST 34TH ST ‘ 
408 ANGELES, CALIF., 767 $0. LOS ANGELES 8T. GARDINER, MAINE, U. S. A. —_— 


CHICAGO OFFICE, 41 60. 6TH AVE. 


Dict. by and kindly refer ..« your reply to. RPH/M__ 


Dec. 26, 1918. 


Boot and Shoe Recorder, 
Boston, Mass. 


Gentlemen :— 
Your editorial of December 21, in reference to the recent 


ad of the Beck-Hazzard Stores, Inc., of New York, has just 
come to my attention. You state that quality does not 
determine price. We agree with you and corrected the ad 
when it appeared in the New York World and other papers 
on the following Sunday to read as follows:— 

PRICE DOES NOT DETERMINE QUALITY 

The Honesty of Your Merchant Does Determine 

Quality. 

The Efficiency of Your Merchant Determines Price. 

What establishes the retail price of a shoe? You argue as 
if an eight dollar shoe was a “specification” shoe. We are 
of the opinion that the price is established entirely by the 
price at which the dealer sells the shoe and that any shoe can 
be sold at any price as long as the dealer’s money and cus- 
tomers hold out. Therefore, it would seem to me that a 
shoe that one merchant sells for eight dollars another may 
sell at four dollars and vice versa. 

We note that you refer to the War Industries Board’s 
“Profit Restriction on Shoes” as “An untried chapter of 
hysterical shoe history’ and “‘A half baked plan.” It would 
appear to me that the reflection we have made upon our less 
efficient competitors is mild as compared with your state- 
ment as regards the results of a plan formulated after several 
weeks of hard work by some of the smartest men of which the 
shoe industry boasts. 

You insinuate that we are ‘Swearing that the other fellow’s 
prices are too high.”” Would state I cannot find in our ad 
where we have made any direct reference to any of our 
competitors. We simply measured our efficiency with the 
yard stick furnished by the War Industries Board, and were 
very careful to state that on account of the Armistice the 
yard stick had been discontinued. 


We took occasion on December 21 to plant a few emphatic 
footsteps on what seemed to us a misuse of publicity in an 
advertisement of the Beck-Hazzard Stores in New York. 
And now comes the writer of the ad or at least its official 
sponsor, Mr. Hazzard, with an answer which we publish in 
full. 

We dislike to print long letters of any sort; but we should 
also dislike to be charged with unfairness for not publishing 
an attempt at defense. 

Our case for the merchants of the United States rests on 


CABLE ADDRESS 
HAZCO GARDINERME 


We are perfectly willing to admit that a high retail price 
is not necessarily profiteering, and our diagram makes this 
plain in the joining of store expense and retailer’s profit. We 
would much prefer that the diagram would be taken as you 
seem to desire, on the basis that that part of the pyramid has 
only a reasonable retailer’s profit in it, in which case the 
illustration would serve us just as well. 

You digress a little into the construction of a shoe. If you 
will study the advertisement you will notice that in both cases 
the factory cost is identical. In fact, we will consider for the 
sake of argument, that it is the same shoe produced in the 
same factory and you must concede that after the shoe leaves 
the factory there is nothing material added to or taken from 
the shoe itself. There may be something added in the way‘ 
of retailer’s service, and there are certain people who are 
willing to pay for this service, and there is nothing in our ad 
that denies that fact. However, the difference between the 
sale price of $4.50 and $6.50 is based on the same identical 
shoe. 

We note you question our judgment in the comparison 
used in this particular ad, yet among the thousands of shoe 
ads this one was unusual enough to have caused you to write 
an editorial and reproduce the same. We maintain that we 
are efficient in our retail distribution and we want the buying 
public to know it, therefore why “Hide our light under a 
bushel?”’ 

We challenge your paper or any other paper, to find any 
representation or advertisement of the Beck-Hazzard Stores, 
Inc., that is not absolutely true to the best of our knowledge 
and belief, and if our knowledge and belief are at any time 
remiss we invite criticism. 

You have shown us the courtesy to have criticised this ad 
and if you are a good sport you are at liberty to publish the 
answer. 

With kindest regards, I remain 

: Yours very truly, 
R. P. Hazzard. 


The Final Word 


what we said—and we repeat it for reference sake. It is just 
this type of advertising that ““We might have expected if the 
AB C plans had continued.” It is just this type of advertis- 
ing and the spirit of “‘justification’’ of it that is menacing to 
the progress of the retail shoe industry. Every merchant 
remembers the newspaper scare-heads which followed when 
the copy eminating from Creel’s Bureau of Misinformation 
in Washington pointing out that the War Industries Board 
had achieved a program which would make shoes cheaper for 
the American public. Then the first harm was done to the 
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retail shoe industry. The retraction which followed never 
did catch up with the widely published scare-head story. 

Therefore it was not the right thing, Mr.. Hazzard, to 
bring up on December 15 the defunct A B C scheme (killed 
November 15) when it was such a sore spot in ‘“‘war-time- 
shoe history.” 

If you had followed closely the history of the development 
of the plan of restriction into the A B C program, you would 
have known that it was an effort on the part of the trade to 
frame something, somehow, to forestall action of an utterly 
uninformed amateur and visionary nature on the part of 
several willful men who were not shoe and leather men, who 
had in mind “cost price stamped on the sole” and who were 
like the state O’Maine, “‘hell bent’? on doing something to 
the shoe trade. 

It was simply acase of an ABC scheme or something much 
worse. The very men who drafted it, denounced it at At- 
lantic City, October 28 and saw no utility in it except as an 
emergency measure, to be endured if possible. We have yet 
to meet a real shoe man who had any liking or respect for it. 
It was a panacea for war-time use and the speed with which 
it was thrown overboard three days after the armistice, 
clearly puts it in every shoe man’s mind as being a measure 
which had no place in the ordinary peace time run of business. 

As to “direct reference to any of our competitors,” that 
disclaimer is disingenuous, to say the least. To whom was 
the ad addressed? To the public. And what .impression 
would the public get from such a diagram and comparison? 
The intention of the ad was plain; and the effect could have 
been nothing other on the public mind than to set up com- 


‘parisons. 

The statement that the regulation was withdrawn was made 
toward the last of the ad, and only incidentally; the average 
reader, knowing nothing of details and nothing of the shoe 
business would practically overlook it; his attention would 
all be centered on the COMPARISON, in the prices and the 
diagrams. We confess to a little surprise that so weak a 
defense should be attempted. 

This ad would not fool a shoe man, of course; but it was 
not addressed to shoe men. And according to Mr. Hazzard’s 
own view it amounted only to saying, in effect; “Our price 
of $4.50 is $2 less than an imaginary price of $6.50, which 
nobody charged, under an attempted restriction which is not 
in existance at all.” But the truth, thus stated, would not 
fool anybody. 

The last sentence in the ad, as read by the non-technical, 
uninformed public, would clinch and re-inforce the deception; 
it reads, “‘We shall continue to sell our shoes on the above 
basis—as we did before the Government regulations.” 

We could easily take Mr. Hazzard’s letter, paragraph by 
paragraph, and comment thereon but the fact of the matter 
is that the more closely the ad is criticized and analyzed the 
worse it looks from all standpoints and when the writer of 
that ad is far enough away from it to see it as others see it, 
he will not be at all proud of it. That sentence “Yet among 
the thousands of shoe ads, this was unusual enough to have 
caused you to write an editorial and reproduce the same,” 
stands out as a feeble remark to make for how could we have 
criticized the ad intelligibly without reproducing it. For the 
greater part of our reproducing of ads is to show models 
worth imitating. It is only upon rare occasions that we take 
up the negative phase of showing how not to advertise. 

Now, if you will, put a measure to the principle of fairness 
in advertising. The principle we have stated stands solid 
and square on a sound basis, that price comparisons or 
comparisons aimed at competitors (the whole trade are 
“competitors” in this sense) or. ads which the public will 
understand to mean charges against the whole retailing 
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trade are unfair, and inexcusable, and are inadvisable even 
from a selfish standpoint of the man who uses them. 





A Ship Load of Shoe Dressings 


How a Salesman Awakened the Natives with a New 
and Novel Idea in Selling and Advertising 


Several years ago, before the railroads had penetrated the 
far reaches of Southwestern Missouri and Northern Arkansas, 
Wallace Byler, a salesman for the Peters Shoe Company, of 
St. Louis, established.a reputation for daring and originality. 
Wallace was much beloved in his territory and held his trade 
securely against competition by his remarkable personality. 
“Cousin Wallace” as he was known to many, made head- 
quarters at Newport, Arkansas, the practical head of naviga- 
tion on White River. In that particular territory, he was 
something of a chief of salesmen. Merchants “swore by 
him.” 

One fine d&y Wallace determined to pull off something 
that would go down in history as the biggest selling stunt 
any salesman had ever done. 

He started in on his scheme by specializing on shoe dress- 
ings in large quantities. He sold every order with the under- 
standing that it was to be shipped according to his own 
method. At the end of the season he had orders for an entire 
steamboat load of dressings. He chartered a river boat 
and loaded his cargo at St. Louis. The boat was decorated 
with flags and large banners proclaiming what it carried and 
who the big man behind the idea was. 


A Shipload of Dressings 


From St. Louis down the Mississippi, to the mouth of 
White River, thence up stream to Newport, plowed the good 
ship. All along the route the people were awakened by the 
sounds of music and calliope. At every landing they came in 
swarms to see and read the signs and banners. It was a 
gala time, and the residents along White River have never 
ceased to talk about it. 

Incidentally, Wallace was made ‘“‘Commodore” and pre- 
sented with a handsome watch by the dressing people. 

Arrived at Newport, the port of debarkation, the dressings 
were distributed to merchants all over the country. 

Wallace, having been raised along the river, was a fairly 
good pilot and held papers as a master of steam vessels. For 
many years he held the record of having done the Big, Un- 
usual, and Sensational thing. Never, to the knowledge of the 
writer, has his record been equalled or even approached. 

Many car loads, even train loads, of shoes have been 
shipped from St. Louis, but never has there been a ship load 
of shoe dressings sent out of that port, since this remarkable 
achievement of Wallace Byler. 





Batterman Rubber Company Moves 
to Center of Shoe District 


The Batterman Rubber Company with offices formerly 
at Chauncey Street, Boston, have moved to 60 South Street, 
corner of Essex, ‘where they are occupying three offices on 
the sixth floor. 

The Batterman Rubber Company manufactures and 
sells the Toesans Rubber Toe Sandals, for women’s modern 
footwear. J. J. Batterman is president and A. H. Burdick is 
treasurer. The former has direct charge of sales and the 
new line of samples will be on display at the new offices. A 
complete stock will be carried in Boston after the first of the 
year to be used for emergency uses thus insuring prompt 
shipments of rush orders. : 
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Rubber Footwear Prices for 1919 


United States Rubber Company Continues Last. Year’s Prices on All but 
Boots and Lumbermen’s, and Reduces These ; 


S has been its custom for several years, the United 

States Rubber Company sent out to the trade on 

January 1, its new price lists for. the coming year. 
Much speculation as to what changes would be made, had 
been evinced by the trade, there being those among them 
who opined that prices would advance, while others claimed 
that reductions were in order. The holders of these diverse 
opinions each had good arguments to back them up, and 
therefore the interest was, perhaps, greater than usual to see 
how and what changes were to be made. 


The Trade Surprise 


Heretofore, almost invariably, advances and reductions, 
when made, have been quite general, fairly uniform, and 
ranged from one end to the other of the catalogues, though, 
here and there, might be some minor, usually very minor, 
exceptions. Such sweeping, uniform change was naturally 
expected this year, and it was in the nature of a complete sur- 
prise to open the price lists and find that by far the larger 
part of them agreed, item for item, in price with those an- 
nounced a year ago. 


A Comparison of Prices 


Below we give net prices of those lines on which theprices 
have been changed, showing in parallel columns the 1919 
and 1918 prices. 

1918 1919 
First - Second First Second 
Duck Boots Quality Quality Quality Quality 


Men’s Duck, Hip $5.52 ob $4.97 
Men’s Duck, Sporting 5.52 Bas 4.97 
Men’s Duck, Storm 

King 4.67 Kgs 4.25 
Men’s Duck, Short 3.98 he 3.59 


Duck Vamp Boots 


Men’s Duck Vamp, 

Hip $5.24 
Men’s Duck Vamp, 

Sporting 5.24 
Men’s Duck Vamp, 

Storm King 4.29 
Men’s Duck Vamp, 

Short . 3.60 


Dull Finish Boots 


Men’s Hip $4.97 
Men’s Sporting 4.97 
Men’s Storm King 4.09 
Men's Storm King 

Firemen’s 4.83 
Men’s Short - 3.38 
Men’s Short Fire- 

men’s 4.09 
Boys’ Storm King 3.24 
Boys’ Short 2.62 
Youths’ Storm King 2.32 
Youths’ Short 
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Light Boots, Pebble 
and Plain’ Leg Quality Quality 


Boots 
Men’s Short 
Boys’ Short 
Youths’ Short 
Women’s Plain or 
Pebble Leg 
Misses’ Plain or 
or Pebble Leg 
Children’s Plain or 
Pebble Leg 
Women’s Storm King 
Misses’ Storm King 
Children’s Storm 
King 


Lumbermen’s 
For Wool Boots, with Heel and Tap. 


Men’s Two-bkl. 
Duck Perf. 

Men’s Two-Bkl. 
Gum Perf. 

Men’s One-Bkl. 
Gum Perf: 

Men’s One-Bkl. 
Duck Perf. 

Men’s Gum Huron 

Boys’ One-Bkl. 
Gum Perf. 

Boys’ One-Bkl. 
Duck Perf. 


Lumbermen’s 


1918 


First 


$3.38 
2.62 
1.97 
2.02 
1.75 
1.47 
2.62 
2.21 


1.79 


$2.56 
2.30 
1.86 


1.99 
1.67 


1.52 


1.70 


Second 


$3.11 
2.41 
1.81 
1.86 
1.61 
1.35 
2.41 
2.03 


1.65 


$2.35 
2.12 
1.71 


1.83 
1.54 


1.40 


1.57 


For Socks, with Heel and Tap. 


Men’s Duck Erie 

Men’s Duck Hy- 
Bootee 

Men’s. Duck Lo- 
Bootee 

Men’s Duck Lum- 
ber Jack 

Men’s Gum Lumber 
Jack 

Men’s Duck Laceit 

Men’s Gum Laceit 

Men’s Duck Lumb. 
Overs 

Men’s Gum Lum- 
bermen’s Overs 

Boys’ Gum Lum- 
bermen’s Overs 

Boys’ Duck Lumber 
Jack 

Boys’ Gum Lumber 
Jack 

Boys’ Duck Huron, 
Bkl. or Lace 

Boys’ Gum Huron, 
Bkl. or Lace 


$2.84 
2.76 
2.40 
2.35 
2.12 
1.86 
1.67 


1.79 


1919 


First 


Second 


Quality Quality 


$3.00 
2.35 


1.75: 


1.84 
1.56 
1.33 
2.39 
1.98 


1.61 


$2.76 
2.16 
1.61 


1.69 


5 ESS Sa a Mido val nee 




































1918 1919 
First Second First Second 
Lumbermen’s Quality Quality Quality Quality 
Boys’ Duck Lum- 
bermen’s Overs 1.44 1.32 ° 2a 1.18 
Youths’ Duck Lum- 
ber Jack 1.79 1.65 1.61 1.48 
. Youths’ Gum Lum- 
ber Jack 1.38 1.27 1.25 1.15 
Youths’ Duck Hu- 
ron, Bkl. or Lace 1.43 1.31 - 1.29 1.18 
Youths’ Gum Hu- 
ron, Bkl. or Lace 1.12 1.03 1.06 97 
Youths’ Duck Lum- 
bermen’s Overs 1.29 1.18 1.15 1.06 
Youth’s Gum Lum- - 
bermen’s Overs ree .89 pol atl .80 


Lumbermen’s 
For Socks, No Heel. 
Men’s Gum Lum- 
bermen’s Overs re $1.23 Bp o $1.10 
Men’s Duck Lum- 
bermen’s Overs 1.61 1.48 1.43 1.31 
Men’s. Pure Gum 
Rbd. Overs, R. E. 1.89 gnace 04 1.70 
Boys’ Pure Gum 
Rbd. Overs, R. E. 1.47 Pore 1.33 
* Youths’ Pure Gum 
Rbd. Overs, R. E. 1.15 pauts 1.06 
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mas business. Indeed, the business for December has 
about made up for the sluggishness of November and 
October. Everybody is happy over the results and it looks 
as if all merchants will have a fine start for the new year. 


nas in this district report a very wonderful Christ- 
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1918 : . -1919 
First Second First Second 
Lumbermen’s Quality Quality Quality Quality 
Boys’ Duck Lum- ) 
bermen’s Overs 1.25 1.15 1.10 1.02 
Boys’ Gum Lum- 
bermen’s Overs meee .93 POU .83 
Youths’ Duck Lum- 
bermen’s Overs 1.10 1.02 97 89 
Youths’ Gum Lum- 
bermen’s Overs bicoue By hie aie .63 


On the Patent Pressure Process Goods, boots and lumber- 
men’s show proportionate reductions. All other lines are at 
same prices as last year, and all terms and discounts are 
identical with those of 1918. 


Average Reduction Ten Per Cent 


It will thus be seen that no lines have been advanced, and 
that in the heaviest lines the reductions have been an aver- 
age of about 10 per cent. On these lines the Government 
has monopolized the entire productive force, and there is a 
scarcity in wholesale and retail stocks, and the fact that 
prices have been reduced must be a distinct satisfaction to 
the trade. 

Up to present writing no other manufacturing companies’ 
price list has been received at the office of the “Boot and 
Shoe Recorder.” Should any be received in time details of 
changes will be published in this department next week. 





A Store Front of Excellent Balance—Triebitz, Brooklyn, N. Y. 


New York Styles and Stores’. 


Noteworthy Arrangement of a New Brooklyn Store 


Annual Clearances Coming 
The advertising in the local papers is stillrunning very big 
and there are indications in. the copy that merchants are 
making preparations for the regular annual clearance sales 
in the month of January. 
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For Speedy Service—an Island Cashier Department with Findings Cases 


Black Shoes in Style 


Black shoes of all lines, suedes, kids, pattern leathers, 
satins and cloth tops seem to be in the lead with the styles in 
the two-tones effects running second. In some of the windows 
along Fifth Avenue, there is evidence of the return to a 
limited degree of the fancy button shoes. The buttons do 
not run in the staple lines but rather of the fancy pearl, 
ivory and ebony variety. 


Attractive Window Displays 


The window displays during the Christmas rush were 
remarkable in more ways than one. One of the most note- 
worthy was that of the Triebitz Shoe Shop of 1734 Pitkin 
Avenue, Brooklyn, New York. 

: Most Artistic Fronts 

“The store front which is 50 feet 
wide, consists of two windows and a 
beautiful horse shoe shaped case 15 feet- 
long. A shopper by walking around 
the case can see the shoes displayed in 
all angles. The side windows are of an 
L circular shape; from window front to 
entrance is 20 feet. The wood panels 
of windows are of silver grey, the insert 
frame of panels are of black ebony, and 
back of window is plate glass. The floor 
is parqued and ebony -border. The 
lobby is of white tile and ceiling of 
stucco, illuminated by lights set in buds. 
The entrance is arranged with two 
doors, one leading to the men’s section 
and the other the women’s department. 
Entering the store there is a storm door, . 
12 feet by 4 feet of plate glass, and in 
centre in front of store there is the 
cashiers’ desk and finding department — 
as.-wéll as the packers’ desk combined. 


The Floor Space 
“The floor space of store is 150 feet 
by 50 feet. The stock is enclosed in 
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booth sections. There are thirteen of 
these sections on each side. Each sec- 
tion contains 500 pairs of shoes. There 
are also twelve mirrored panels on each 
side 6 feet long and 2 feetwide. Seating 
capacity is 150. 

“Opera chairs are used, frame of sil- 
ver grey and green leather cushions. 
Natural light supplied by the large sky- 
lights which gives direct daylight on the 
floor of the store. 


Interior Wood Work 


“The interior wood work is silver 
grey, which harmonizes with the wood 
work in the windows as well as the shoe 
cartons. The floor is laid with beau- 
tiful green imported rugs. Staircase to 
the left leads you to our misses’, chil- 
dren’s, and boys’ department, also our 
reserved stock room which is 20 feet by 
100 feet. Also Mr. Triebitz private 
office and sample room.” 





Curme-Feltman in Kansas City 
Another Store with Large Floor Space 


The Curme-Feltman Shoe Company, Kansas City, has 
just made arrangements with the Schoenberg Realty & In- 
vestment Co. for a long term lease of the southerly half of 
the first floor, mezzanine and basement in the Security Bldg., 
space containing over seventy-five hundred square feet. 

The Curme-Feltman Shoe Company operates a chain of 
stores throughout the country, and has three large stores in 
Chicago. 

In locating here, Arthur A. Curme, president of the com- 
pany, said that he gave Kansas City the preference over a 
large list of cities as he considered Kansas City one of the 
best retail cities in the United States. 

They expect to open for business February 1, after exten- 
sive alterations and improvements are made to the entire 
first floor and basement. 


Stock Carried in Aisle Alcoves—Issuing Plenty of Sizes within Easy Reach 














FLEET 
VICTORIOUS 
See our big ships in 
the Hudson when you 
visit New York 


All Paris greets President Wilson— 
our first citizen 


Straw boots in Austria— 
British officer illus- 
trates Austrian leather 

shortage 








Sandwichmen in Berlin—wooden 
shoes generally used 














Buckles return to high. 
fashion 
































Smart furs, the entire _ 


ostume demands smart 


footwear 

















MISS DORMA LEIGH 


One of the best 
be the dn + pene on 
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GORGEOUS GOWNS 
Mark Victory Ball at 
Ritz Carlton, N. Y. 
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Trim costumes — slim- 
mer skirts, prettier 
footwear. 
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Quartermaster Taft a Retail Sales- 
man Here 


The Rochester shoe men who have served Uncle Sam are 
gradually coming back home and taking up their former posi- 
tions. One of the first ones is Quartermaster Chas. B. Taft, 
who, having closed his service in the Navy by helping guard 
the steamer George Washington on the night before she sailed 
for Europe with President Wilson, has been released from 
active duty and has returned to his home in this city and re- 
sumed his former occupation of shoe salesman. He is the 
son of Mr. and Mrs. Chas. C. Taft of 31 Phelps Avenue, ‘and 


is employed in the State Street store of the Wm. Eastwood & 


Son Co. Mr. Taft, Sr. is credit man for the Utz & Dunn 
Co. 

Quartermaster Taft enlisted in the Navy in Syracuse, his 
former home, and was ordered to report at Bridgeport for 
active duty. He both received training and was in actual 
service there. Bridgeport was a submarine patrol base, and 
in this place he gained promotion from seéond to first class 
seaman and then to Quartermaster. 





CHAS. B. TAFT 


From Bridgeport, Quartermaster Taft’ was transferred to 
New York harbor, on board Admiral N. R. Usher’s boat, the 
U. S. S. Beaumere, with headquarters at Battery Park. Ad- 
miral Usher is Commandant of the Third Naval District, and 
the main duty of the crew of the Beaumere was to take him 
and his staff about. 

The Mauretania was the first boat to bring back any large 
number of soldiers after the signing of the armistice, and on 
board was Admiral Mayo, in command of the Atlantic fleet. 
It fell to the lot of the Beaumere to take Admiral Mayo and 
his staff from the Mauretania into New York harbor and on 
board the battleship Pennsylvania, which is the Admiral’s 
flagship. It was the flagship that accompanied the George 
Washington overseas. 

During the night before the George Washington sailed with 
President and Mrs. Wilson, Quartermaster Taft and his 
associates of the crew of the Beaumere did guard duty about 
the ship, and at 8 o'clock that evening they had ‘‘chow” 
. aboard. The next morning they accompanied the George 
Washington down the harbor about as far as Fire 
Island. ; 
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Status of Army Leathers 
The Adjustment of Contracts Rapidly Being Made 


Washington, D.C., Dec. 30.—-The Tanners’ Council sent 
the following communication to its general agents last week 
relative to. the adjustment of shoe contracts. Since this, 
however, the whole shoe contract matter has been definitely 
adjusted: 

“After interviewing Major Byron, we feel that the tanners 
interested in shoe leather would like the. following informa- 
tion: 

“The proposition of settlement on shoe contracts has 
reached this stage: 50 per cent of the shoes, it appears, were 
cut on November 16. Therefore, the Government is arrang- 
ing for cancellation of the remainder of the contracts with 
the shoe manufacturers. The leather end of these cancella- 
tions will be handled in accordance with the recommendations 
made by both the Sole and Upper Leather Groups and a cash 
settlement will be arrived at very shortly. The only hitch 
now is whether the shoe manufacturer will accept the 30 per 
cent reduction on upper leather that he owns uncut and 
10 per cent on the sole leather which he has on hand uncut 
although at the present time we have every reason to believe 
that he will. aaa 

“Bark bends will be handled separately and we believe 
that a 50 per cent adjustment will be put through, although 
this has not had the approval of the Quartermaster General. 
The other plan has unqualified approval and we believe we 
have made considerable headway.” 


Change in Old Established Cincinnati 
' Manufacturing Concern 


On January 1, will occur a change of management in one 
of Cincinnati’s oldest and most prominent shoe manufac- 
turing establishments. At this time Val Duttenhofer, Jr., 
who for a number of years has been president and active 
manager of the Val Duttenhofer Sons’ Company, will sever 
his connection with the company. He will hereafter devote 
his time to business interests other than shoe manufacturing. 

His brother John, who has had charge of the manufacturing 
end of the business from its inception, has purchased the 
interests of Val and will assume the presidency and general 
management of the business. 

The Duttenhofer firm has been manufacturing shoes in 
Cincinnati for over a quarter of a century. -The beginning 
was small but by ‘Pluck, Push and Persistency,’’ as Val Jr., 
once expressed it to a merchant customer, the concern has 
grown and prospered. It has been one of the big factors in 
earning for Cincinnati the reputation of building women’s 
shoes of quality and style at a reasonable price. The shoe 
trade and the “Recorder” wishes Val Jr., all success and 
congratulates John on the presidency and active manage- 
ment of the concern. 

There will be no other changes, it is announced, in the 
personnel of the company although there will necessarilly be 
a shifting of official titles. 








Quartermaster’s Corps Shoe Branch 
To Close Its Buying Functions 

Washington, D. C., Jan. 1.—The work of the Shoe Branch 
of the Army Quartermaster’s Department has virtually been 
completed with the agreement which was reached last week 
between Acting Quartermaster General Wood and the shoe 
manufacturers. Captain F. W. Fox is in charge of the 
Branch, and he will remain with a few assistants to clear up 
whatever written matters have to be attended to before the 
Branch’ is finally closed. ; 
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This js a national question and one worthy of a national 
expression of opinion and, therefore the “Recorder” outlined 
five types of lasts in an effort to get a basis of opinion prior 
to any large buying of shoes for the men’s trade. The 
sketches are as follows: (shown in issue of December 21, 
page 22): 

1. The Munson last with its wide toe and ball known to 
everyone. 

2. A modification of a Munson with a little more swing at 
the ball and a slight narrowing up at the tip. 

3. A shoe with a coin toe and a wide ball, the coin toe being 
approximately the size of a half dollar piece. 

4. A straight last of a custom type, or its prototype, a 
moderate English last. 

5. The typical English last with dropped toe, long and 
narrow. 
A Cross Section of Replies 


A cross section of the responses is given in the selection 
of four letters, quoted herewith: 


“CALLING ON HIS GIRL’ 
What Shoes Will He Wear When Uniform Is Shed! 


Editor ‘‘Boot and Shoe Recorder’’: 

‘‘What will he wear?’’ My personal observations for the 
past year as regards styles wanted by returning soldiers will 
be the English last by all means. 

I have taken the time to question soldiers I have met on 
the trains, in stores and at camps, and find that fully 80 per 
cent say that when mustered out of the service they will go 
back to the English last. Not over 5 per cent will continue 
the Munson last and that, practically for an everyday or 
work shoe. The other 15 per cent will go to the medium 


round toe last. As one soldier put it to me ‘Do you think, . 


when I am out of the service I will call on my girl with a: pair 
of ‘plugs’ on my feet like these?”’ 

The -extreme narrow English toe will not have the run 
that a clean cut medium narrow toe will have. That last, I 
believe will have the big call. 

Yours truly, 
Ed. A. Terhune, 
Reynolds, Drake & Gabell. 
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' The “Recorder”? Has Had Many 
Answers to Its Query ‘*‘ What 


Will He Wear?’’ 


SHORT SERVICE—ENGLISH LAST 
Longer Service—Wider Last 


Editor “Boot and Shoe Recorder’’: 

In answer to your article in the “Recorder,” ““‘What Will 
He Wear?” I have the following views: 

The soldier or sailor that has been in service but a short 
time, say four or five months, can wear, in my opinion, the 
English last (No. 5). | : 

The man in service longer has spread his feet out, and 
although he would like to wear the English last, finds he 
must wear something wider, or (No. 3) a happy medium, I 
would call it. 

I have found the above to be true with my trade. 

Yours truly, — 
* Carlton C. Trull. 
Trull Shoes, New Bedford, Mass. 


MODERATE ENGLISH LAST 
To Attract Most Soldier-Civilians 


Editor ‘Boot and Shoe Recorder: 

You ask in the “Recorder,” page 22, “Which will be the 
leader in men’s shoes?” 

Our opinion is that No. 4 will lead. (No. 4 is a moderate 
English last.) ; 

Our soldier customers and civilians say Munson lasts are 
too wide for dress shoes and the English are too narrow on 
the toe, and as a compromise, we think the men who want a 
nice dress shoe will take to No. 4. 

We have a good buziness on the Munson last for a work 
shoe. . 

Respectfully yours, 

; . W. H. McCord, 

The Veedersburg Shoeman, Veedersburg, Ind. 


AN ARMY OFFICER 
Gives the Ideas of the “‘Service’’ 


“T will never wear a narrow-toed shoe again. I have been 
in the shoe business all my life and figured that I knew shoes 
and fittings, but believe me the first real comfort in footwear 
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that I ever enjoyed was when I went into the service and had 
to wear a boot with a wide ball and tread. 

“I have noticed that the eight hundred men under my 
supervision have found that wide-toed footwear gives the 
satisfaction of comfort that makes them the better soldiers 
because of the shoes they are wearing. I have not heard a 
man complain about his feet. 

“It is obvious to me from my long experience in shoes and 
my fairly short experience in the Army that a rebirth of 
ideas is coming in the men who have seen service and that 
though they will not all call for Munson lasts the great 
majority will ask for a last with a wide ball and a shapely 
toe. 

There will be a lot of crippled feet if the boys go back into 
narrow-toed shoes—fitting will be roomier and even the 
“style boys” will look for wider lasts on shapely-toed models. 

(Signed) Captain George R. Wansley, 
Commanding Officer Springfield Ordnance Depot. 


Death of Lyman Spalding 


. Lyman Spalding, whose death occurred at his home at 29 
Melville Avenue, Dorchester, Sunday, December 29, was one 
of the veterans of the shoe industry. 
Mr. Spalding was born at Derbyline, Vermont, in 1846, 
and coming to Boston as a young man engaged in the manu- 











THE LATE LYMAN SPALDING 


facture of boots and shoes, becoming identified with the 
H. H. Brown Company of North Brookfield, Mass., as a 
member of that firm. 

He was at one time president and general manager of the 
Eastman Car Heater Company, which position he held for 
several years at the same time retaining his interest in the 
establishment of the H. H. Brown Company. His activities 
in the latter company extended over a period of thirty-two 
years. Mr. Spalding was the originator of the Gorilla Brand 
of the H. H. Brown line. 

Mr. Spalding loved his work, and this fact is attested by 
his daily calls at his office up to the very last. Although a 
man past seventy years, Mr. Spalding was a familiar figure 
at the Boston house of H. H. Brown Company, Albany 
Bldg., Boston, Mass., and in the business district. Some ten 
years ago he was elected senior member of the firm and also 
president of the Whitcomb Paine Company. 
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He leaves a widow and daughter Ethel, the latter the wife 
of Colonel Pearson, U. S. Army. 

His funeral was held on Wednesday at two o'clock from 
his late home. His many acquaintances mourn the loss of 
one who was a genuine friend and the shoe industry of the 
country loses one of its greatest characters. 





Entertains Foremen’s Clubs 


The New Castle Leather Company of Wilmington, Dela- 
ware, entertained its Foremen’s Club on Tuesday evening, 
December 10. The Club is composed of foremen, assistant. 
foremen, office force and executive staff—a total of about 
sixty, and was formed for the purpose of affording an oppor- 
tunity for exchange of ideas and forming a friendship that is 
impossible during the business day on account of the exten- 
siveness of the plant. 

J. Wirt Willis, the local member of the firm, made a short. 
address on shop activities, including a review of the year’s 
work with the possibilities of the year to come. 

Letters were read from some of the former employees now 
in service with the colors, of which there are over fifty. 

It was announced by Mr. Willis that it was the policy of 
the company that all former employees now in the U. S. 
service would be taken back upon their return. 

Mr. William C. Mason of the New York office was a 
visitor, and among those present were the following of the 
factory executives: J. Wirt Willis, C. T. Bridgham, 
A. Dexter. H. Devine, J. Glenn, G. Duffy, A. D. Smith, 
W. H. Dwyer. 





Trade Acceptances in Practice 
General Adoption of New Payment System 


P. J. Harney Shoe Co. announce that three-quarters of 
their outstanding accounts are closed by trade acceptance. 
They find this means of carrying on the merchandising of 
shoes very satisfactory. They recommend it to the shoe 
trade. Government financiers, as well as banks, endorse it. 

Time was when Lynn manufacturers sold shoes on six 
months’, even nine months’ credit. Real cash was so scarce 
that manufacturers got workmen to trust them for their 
wages. 

At one period, Lynn manufacturers took cotton, corn and 
other commodities in payment for their shoes. They sold 
the cotton or corn, and with the money paid their bills. 

As business became more intense, manufacturers shortened 
the term of credits. They began to collect bills in sixty days, 
then in thirty days. In a few instances, they get cash. 
That’s the best terms of all, but like other best things, only 
a few can afford it. 

Strengthening Effect 


Now comes the trade acceptances. They are almost as 
good as cash, for the banks will advance cash on them. That 
settles the account with the manufacturer quickly. 

Also, the merchant giving a trade acceptance finds it 
advantageous to turn his shoes into cash promptly, so that 
he may settle the trade acceptance when due. Therefore, 
he must buy his shoes with a care that he gets really salable 
merchandise. This entails a responsibility upon the manu- 
facturer to make really salable merchandise. -Altogether, the 
sales acceptance is a’ means of strengthening shoe manu- 
facturing, as well as shoe merchandising. ; 





F. T. Fuller & Co., leather dealers at 34 and 36 South 
Street, Boston, Mass., have been succeeded by Fuller & 


Bense. 
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“The Welcome of a Job” 


Getting Over Three Million Men Back to Civilian Work 


HE United States Employment Service Bulletin of De- 
T cember 10 announces in very definite terms its program 
for returning soldiers and sailors to civilian life. 

We have more than a million men in arms in the United 
States and more than two million in France, most of whom 
will soon be in our midst. 

This is a national problem. It is more especially a com- 
munity problem. In order to demobilize our armed forces 
in such a fashion as to avoid suffering and a falling wage 
scale in the face of a continued high cost of living, it is going 
to require the best thought and the best effort of every com- 
munity in the United States. 

The United States Employment Service is issuing an ap- 
peal to employers in need of technical and other highly 
trained men, to take on qualified men from the commissioned 
and enlisted ranks of the Army, who are now leaving camp. 


Returning Soldiers and Sailors 


With its issue of December 14, the “Boot and Shoe Re- 
corder’” inaugurated an “Occupational Bureau for Return- 


ing Soldiers and Sailors.’ Already we have received calls. 


from several young men who have been, mustered out of the 
Service, who asked that they be placed in good positions in 
the shoe and leather trade. 

Each week, the trade will find a list of applications from 
our boys. Give them a substantial welcome home by plac- 
ing them in good salaried positions in your establishments. 


The ‘“‘Welcome Home”’ Sign 


The “Welcome Home”’ sign has already been hung on the 
doors of the A. C. Lawrence Leather Company, Peabody, 
and “The A. C. L.,” their employees’ magazine, makes this 
announcement: ; 

“‘Now that demobilization has begun, men who left their 
laces in industry to take up the defense of the rights of 
umanity, are turning their thoughts toward re-establishing 

themselves in industrial life. 

“The Company wishes to extend through “The A. C. L.’ 
a cordial invitation to all of its employees who left to enter 
the Government service, or that of our Allies, to return to 
their old places, or their equivalent, if physically able. If 
prevented from resuming their former occupations, due to 
being handicapped by injury or disease, special effort will be 
made to place them in positions adapted to their ability. 

“In resuming their former occupations, the salary or wages 
will be the same as when leaving our service, unless the rate 
of pay has been advanced, in which case they shall receive 
such increased rate of pay as they would have received had 
they continued in the employ of the Company. 

‘‘The Company also announces that employees who entered 
the Government service, will hold their places in the em- 
ployees’ pension system, and the time spent in Government 
service will be counted as time spent in the Company’s 
employ.” 

Action of Prominent Wholesalers 


McElwain, Hutchison & Winch, manufacturing whole- 
salers of boots, shoes and rubbers, Boston; established 
the practise of sending to their men in the service a monthly 
bulletin, in order to keep these men in touch with the home 
organization. From the Christmas Number of this bulletin, 
is a contribution from the Warehouse Superintendent, Hardie 
Lovelace, embodying the policy of this house relative to their 
men in the service. 


A Substantial Welcome 


“Probably in your idle hours you fellows have been tor- 
turing your minds with pessimistic thoughts’ regarding your 


future after leaving the service. You-have figured it all out 
to your own satisfaction that you will have to hunt up some 
kind of a job and struggle to get a new start in the business 
world. Now you know you have been doing that very thing, 
don’t you? 

“Well, you were only joshing yourselves all the time, for 
when you went into the service of your country, you went 
from one of the cleanest houses in the world. A house which 
was not only proud of its reputation but was also proud of 
every one of its boys who were ready to give their very lives 
for the sake of our ideals. You knew that, didn’t you? Yes, 
you bet you did. So quit that foolish business and put your 
minds at rest in regard to your future. The house awaits the 
return of every one of you. We have missed you every day 
that you were absent, and although we were perfectly willing 
to give the Government the benefit of your punch while it 
was needed we have no idea of giving up our claim on you 
to any other concern. é 

“Now don’t stand on any upstage nonsense when you hit 
into the good old town—don’t wait for any engraved invita- 
tions—come right into the store and let us know how soon 
you will be ready to hang your hat and coat in your locker 
and we will put you in action without delay. That stands 
and don’t forget it.” 

There are undoubtedly many other concerns in the shoe 
and leather trade who are adopting similar methods. 

The “‘Recorder”’ will be glad to hear these plans of a genuine 
“Welcome Home’”’ to our returning heroes. 





Soldier-Sailor Shoe Clerks 


The Labor Question Answered by a Merchant 


‘“*How do you think your present sales force will be affected 
by the return of the soldier and sailor shoe clerks?”’ said the 
“Recorder” representative to a retail shoe merchant. 

“‘Now you have opened up an interesting point,” said the 
manager. “There are many soldiers and sailors who were 
formerly shoe clerks who are not going back to the shoe 
store. . 

“In my own store that young man standing near the holiday 
slipper counter has just been mustered out of the Coast 
Artillery where he won a commission. He was a former clerk 
in this very store, a member of the Retail Shoe Clerk’s Asso- 
ciation and especially good at figuring. He enlisted when the 
United States entered the great war. He is here now for a 
few weeks only helping me as a matter of accommodation, 
but will soon become a teacher of higher mathematics and 
commercial engineering for the State. I will let him speak for 
himself.” : 

The Officer Speaks for Himself 


The store manager called over the officer who said: ““When 
I went into the service, I did not know the butt of a gun from 
the muzzle. I took a straight course in engineering and think 
I am safe now in saying that I can cover every gun built from 
a Colt revolver to a sixteen inch. 

I had an opportunity to meet the learned men of the land 
and in the artillery course I took were a large number of 
young men in the S. A. T. C. (Student’s Army Training Corp). 
There were also a great many “really old timers”’ in the Coast 
Artillery whom I found were in large part refined, men and 
had a fund of technical knowledge on guns and. mechanics 


- 
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Review of. the Year---Influence on 1919 


Work of the Retail Associations Productive of Great Benefits to the Craft 


shoe men by the President of the Pennsylvania Shoe 
Retailers’ Association, Christian Ludebuehl, president; 


C. J. Mensch, secretary: 


“FELLOW SHOEMAN: 

“The year 1918, which is now about to come to a close has 
been one filled with events and one which will go down in 
history as one of the greatest. Our work was not confined 
to the narrow borders of our own business, but we were all 
partners to a much larger mission. + An armistice has been 
signed. Thank God—the boys have done a good job and 
once more Righteousness prevails. 

*‘November 14—The entire Shoe and Leather Industry was 
called before the War Industries Board at Washington, and 
all Allied Trades unanimously requested the War Industries 
Board to remove the classifications and price limitations of 
footwear and requested the continuation for the Spring season 
of the style conservation program as of October 9, 1918. 

“‘November 15—At Washington, D. C., The Council of 
National Service of the Shoe and Leather Industry in a very 
strong resolution presented their objections to Congress of 
the United States against any bill establishing a tax on wear- 
ing apparel. : 

“December 3d—At Atlantic City, N. J.. The War Emer- 
gency and Reconstruction Congress of American Business 
Men met, where fourteen important and distinct resolutions 
were adopted touching upon every phase of merchandising 
affecting the retailers’ conditions. 


hes following letter is being sent out to Pennsylvania 


“December 11—Hotel Astor, New York City, where the 
Style Committee was in session, and have already taken up 
the subject of colors for next Summer and Fall footwear; 
colors adopted are—two shades of Brown, medium and dark; 
two shades of Gray, medium and dark; Beaver; Patent 
Leather; Black, and White footwear. 

“No restrictions on Lasts and Heels. 

“Lace boots eight and one half inches high; button boots 
eight inches high. . 

“The results of these meetings will go down in history as 
the foundation for the reconstruction period of the shoe busi- 
ness for the United States. 

“Refer to your Trade Journals—and read carefully the 
accounts of these four important gatherings. 

* Until June 1, 1919, Local Shoe Manufacturers will only 
ship footwear made as specified in Conservation program as 
of October 9, 1918. 

“Present Day .Conditions as they appear to the State 
Officials: 

“Gray shoes are selling well. 

“Medium shade of Gray will be good for the Spring 
season. p 

“Combination boots are good at present, but they will be 
questionable merchandise for next Spring. 

“‘We recommend conservative buying of conservative foot- 
wear. 

“To have your house in order for the readjustment 
which is bound to come, your stock must be at a 
minimum.” 





which it is impossible to get except from a military training. 

“A man is certainly better equipped for business after a 
technical Army course. A man comes out more efficient in 
business than when he enters. I have seen case after case 
of electricians making big progress. One man in our com- 
pany came from Chicago. Before going into the service he 
occupied a position as am automobile salesman. He took 
the course and after completing it he said that he felt he did 
not know anything about an automobile when he entered the 
service. He is now well equipped in every phase of engineer- 
ing; in other words, the training given to boys in the service 
has made them better men, physically, mentally and morally 
with a greater ability to work. Fellows who formerly worked 
in business from six to eight hours a day and then felt that 
they were overburdened have learned to work almost twenty- 
six hours out of the twenty-four! The big thing we have 
learned from military training is ‘pep’. We have all obtained 
a lot of ‘snap’ out of it. A young man learns to have more 
confidence in himself. He has opened up for himself a broader 
horizon in life.” 

The manager then broke in by saying, “‘I wish to cite to you 
another case. In one of my other stores, I had a shoe clerk 
who went into-the Aviation Corps. He has now an idea of 
getting with some high-grade automobile concern. He says 
that after his military training he feels he knows something 
about machinery and has succeeded in making the automobile 
concern think that way too. 

“Young fellows who have tasted life in the open, will: not 
to a great extent be content to‘return to:an indoor life.” 


“How will all this outdoor tendency of the returning shoe- 
clerk soldiers and sailors affect the business of the retail mer- 


o\ chant?” was asked. 


“I-think we solved that problem to a great extent after the 
first month of the war,’”’ said the manager. “We will, of 
course, have some of our returning young heroes stay with 
us. This is much to be desired. But the older men and the 
women whom we in the early war days employed asa war meas- 
ure. to fill up the ranks are now giving splendid satisfaction. 
The labor situation will be satisfactorily adjusted.” 


Redistribution of Labor 


Washington, D. C., Dec. 31—Secretary of War, Baker, 
has announced that war contracts totaling more than 
$3,000,000,000 have been cancelled by the department. In 
making the announcement the Secretary said that while 
many protests against cancellations based on fears that un- 
employment would result have been received, the number of 
communities where labor is greatly needed exceeded by far 
those where there is or may be a surplus. 

Secretary Baker admitted, however, that frequently the . 
place where workers were needed, and the place where they 
were being released from war plants were often far apart. 
No appropriations are available to pay transportation for 
persons in this class, but the Secretary said that the depart- 
ment was giving them advance notice, carrying them on the 
pay rolls as long as possible, and in every possible way facili- 
tating the redistribution of labor. ~ 





Jan. 4, 1919 


BOOT AND SHOE RECORDER 35 


Monthly Statements a Sales Medium 


Clever Ideas in the Better Merchandising of Shoes 


partner whose turn it was to address and send out 

the store’s monthly statements. It was past ten 
that night and he was ready to quit long before he had 
reached the stamp-licking part of the job. There are sales 
possibilities in statements which are overlooked more times 
than not. 


\ N / ELL, thank goodness that is done!” Thus sighed a 


An Illustration 
According to Walter D. Hale, son of the head of the 
D. A. Hale Mercantile Company, Dexter, Kansas, state- 
ments can be used to sell merchandise. He has so used them. 
No statement leaves the Hale store 


by illustrations such as Mr. Snoen’s manufacturers furnish. 

It is difficult to hit the prospect with mail matter at just 
the time he or she is thinking of shoes. The solution of this 
problem seems to be to get out a piece regularly to prospects 
and customers. Then when they do become interested in 
shoes they will remember the store. This is true of ‘““window- 
selling.” Men and women have been found to call at stores 
for things seen in the windows weeks before. 


Supplementary Newspaper Campaign 


While the major portion of one man’s mailing list is made 
up of active customers, he hits a por- 
tion of his prospective list each month 





unless it carries a merchandise mes- 
sage. Not only does, it sell goods, 
which is a good thing for the store, but 
it “softens” the statement, which is 
better still. There are several ways in 
which the Hale store uses the state- 
ment as a salesmaker: Sometimes a 
letter is sent stating the condition of 
the account and talking about mer- 
chandise. Then a merchandise mes- 
sage may be printed at the bottom of 
a regular statement. The easiest plan 
is to merely enclose a stuffer such as 
a manufacturer imprints with the 
store name. At any rate, no state- 
ment should leave the store without 
something along the merchandise 
sales talk line. Just think of the side 
lines you can mention in that way! 
Rubbers, hosiery; warm slippers, ten-- 
nis shoes, arch supports, white shoes 
and a number of items that fit the 


Mrs toncte 6 Crrotl, 


— —every four months sees the entire 


prospect list covered. At times the 
piece sent is merely a good will 
piece—a blotter, for instance. At 
others he aims to put selling force into 
the pieces. As a rule, his mailing 
pieces are 4-page cards about 54 by 
7 inches. It will be hard to trace 
direct sales from these for the man 
who tries to do that; but he will be 
making impressions to supplement his 
newspaper campaign. 


Customers Get First Notice 


One of the heaviest users of newspaper 
space in St. Joseph, Missouri is the 
Plymouth .Clothing Company. The 
store has a well arranged shoe depart- 
ment under the management of Mr. 
Guy E. Stockton. The store never 
puts on a sale but that the store’s 





season. 


Statement to Each Customer 








So eager is one store to get this busi- 


customers get first notice. For in- 
stance, if a sale is to go on on Febu- 
ary 1, the customers will rece:ve per- 
sonal letters about ten days ahead of 








ness that it sends out a statement to 
every customer. Of course, some of 
them owe nothing. To such he sends 
a statement on which is pasted a 
gummed slip, reading differently from month to month. A 
typical one read: 


YOU WILL BE GLAD TO SEE THAT YOUR 
ACCOUNT IS BALANCED THIS MONTH. 


We want you to feel, however, that we enjoy serving 
you and appreciate your business. If you. are in 
need of anything during the month will you not step 
in to see us? Last Saturday we placed in stock our 
new shipment of white footwear. These styles are 
elegantly designed and we can fit you as tastefully 
in white as in the leathers. Will you not come and 
see them?” 


Once-a-Month Reminders 


In order that his people may know of any new, or of any 
timely or seasonable footwear placed on sale, A. Snoen, 
Yankton, South Dakota, mails out once a month his “SHOE 
NEWS.” This not only mentions footwear and trade news 
in the footwear line of interest to shoe-wearers but keeps the 
repair department before the people. It is well illustrated 


Clever statement with a bottom space for 
current ads 


the date mentioning the event and 
will be asked to come in early and 
make the first selection. This is an 
effective way of supplementing the 
store’s other methods of getting business. 


Johnny on the Spot 


Everyone knows what took place over this land on Novem- 
ber 11, the one Monday that was decidedly NOT a “blue 
Monday.” Men and women whose tender feet had on pre- 
vious occasions refused to bear them on walks of more than a 
few blocks at a time marched along, or ran, for miles. There 
were doubtless many pairs of rebellious feet the next morning. 

Realizing that, a shoe man, who is always quick to pick up 
a selling point where he finds it, hunted up a printer the after- 
noon of that peace day and had him get out a number of 
mailing cards. While they were wet from the press he ad- 
dressed them to his telephone directory list. The card read: 


ARE YOUR FEET AT PEACE? 
It’s YOUR fault if they aren’t 
If you have never had foot comfort it is because you 


have never given us the opportunity to try on a pair 
(Continued on page 39) 
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Activities of our Trade Ambassadors 
On and Off the Road 
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Boston Shoe Associates. 


sociation, Cleveland, Ohio. 
ciation, Indianapolis, Ind. 

Rochester 
Traveling Shoe Salesmen. 


ciation. 


National Shoe Travelers. 





Central Association Traveling 
Shoe Salesmen, Kansas City, Mo. 
Cleveland Shoe Travelers’ As- 
Indiana Shoe Salesmen’s Asso- 
Association of 


Boston Shoe Travelers’ Asso- 


Cincinnati Association of the 





Associations Affiliated with the National Shoe Travelers’ Association 
In Convention this week in Chicago 


Traveling Shoe Salesmen’s As- 
sociation of Baltimore, Md. 

Michigan Shoe Travelers’ Asso- 
ciation of Detroit. 

Southern Shoe Salesmen’s As- 
sociation, Pittsburgh, Pa. 

Pennsylvania Shoe Travelers’ 
Association, Pittsburgh, Pa. 

Southwestern Shoe Travelers 
Association, Dallas, Tex. 

Philadelphia Shoe Travelers’ 
Association, St. Louis, Mo. 


’ 


Boot and Shoe Travelers’ As- 
sociation of New York. 

Northwestern Shoe Travelers’ 
Association. 

Pacific Coast Shoe Travelers’ 
Association, San Francisco, Cal. 

Chicago Shoe Travelers’ Asso- 
ciation. 

The Salt Lake Association of 
the National Shoe _ Travelers’ 
Association. 

Iowa Shoe Travelers’ Associa- 
tion. 









x 





x 


Cincinnati Wants Convention N. S. 


T. A. for 1920 


The Cincinnati delegation to the 
National Convention of Shoe Travelers 
which will be held in Chicago, January 
3 and 4, is going to make an effort to 
bring back a report that the convention 
of 1920 will be held in the Queen City 
of the West. 

A great effort was made to get the 
convention for 1917, when our delegates 
went to St. Louis, but it was felt that 
New York being in, the field a little 
earlier that all purposes could be better 
served by holding that convention there, 
and no mistake was made as that city 
did wonders in its entertainment of 
the delegates to the 1918 convention, 
and especially so when one considered it 
was done during war times. 


Due for Recognition 


Cincinnati now feels that it is due for 
recognition and wants the privilege of 
entertaining the Convention of 1920. 
At the same time we are not in the field 
for any office, but we feel that if we can 
get the convention it would help to 
stimulate an interest among the men 
going out from this section. 

Another point to be considered during 
these times of high railroad fare, is our 
location geographically being so acces- 








sible to most of the organizations should 
have a tendency to make a convention 
held here well attended. 

The officers of the Cincinnati Asso- 
ciation of the National Shoe Travelers’ 


_are: R. E. Harrison, président; E. 


Peck, vice-president; Frank J. Weber, 
secretary; Chas. F. Weckel, treasurer; 
Directors—Chas. Auer, John J. Walsh, 
E. B. Hafertepen, E. W. Hughes, Jr., 
A. L. Willey. 


Chicago Shoe Travelers’ Election 


On Saturday, December 28, at a 
general meeting of the Chicago Shoe 
Travelers’ Association, the annual elec- 
tion.of officers was held, resulting in the 





x * 


Annual Banquets in 
January 


Southern Shoe Salesmen’s 
Association. 
Boston Shoe Trades Club, 
January 15, 1919 
Boston Shoe Travelers’ As- 
sociation. 
Boston Shoe Trades Club 
January 21, 1919. 
Welcome extended to Buyers 
visiting Boston. 

















appointment of Frank B. King for 
president (re-elected); H. D. Lotspiech, 
vice-president; Dave Davis, secretary- 
treasurer. The following were ap- 
pointed directors for two years: Frank 
F. Phelps, Clarence Arnold and Lou 
Brown. 

The arrangements of the local associ- 
ation for entertaining and adjusting the 
affairs for a successful convention of 
the National Shoe Travelers’ Associa- 
tion are completed. From _ present 
indications it appears that never in the 
history of a travelers’ convention will the 
meeting be as important, as largely 
attended and as successful as the one 
scheduled for Chicago, January 3 and 4. 
President King appointed the follow- 
ing to act as the reception committee: 
H. H. Hopkins, chairman, H. L. Ware, 
Jim Richardson, Simon Ruwitch, John 
Roedder, George Harris, George Slocum, 
Frank Phelps and Joe Kalisky. 


R. P. Smith & Sons Co. Salesmen 
Home . 
Most of the many salesmen of R. P. 
Smith & Sons Co., large Chicago whole- 
sale house, have arrived at head- 
quarters to arrange their new samples 
and lines for their Spring and Fail trips, 
on which they intend to start out about 
January 15. 
Because of suffering from tuberculosis 
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without any hope of recovery, John 
Rauh, Jr., a salesman in the Southern 
territory for the Mann & Longini Shoe 
Co., committed suicide last week by 
shooting himself. Mr. Rauh was well 
known among retail shoe merchants in 
the South and among shoe travelers, 
and his death was much deplored. 
Cincinnati travelers sent appropriate 
floral tributes to his funeral. 


Tweedies Sold by Smiles 


Frank A. Mahler, considered one of 
the most popular shoe men of Chicago, 
has resigned his position so long held as 





FRANK A. MAHLER 
Sells ‘“Tweedie’’ Boot Tops 


manager of the Morrison Boot Shop, 
Chicago, and will devote his entire time 
in the interests of Tweedie Boot Tops. 
Mr. Mahler hardly needs an introduc- 
tion to the trade in the Middle West, 
being considered a style exponent and 
an authority on ‘‘What Is JT” in the 
shoe business. Smiles, are one of his 
big assets and Tweedie Boot Tops a 
good cause for happy smiles. 

He will cover the states of Indiana, 
Illinois, Wisconsin and Iowa, starting 
his trip on January 2. 


Hugh Dayo Dead 


Hugh M. Dayo, who for twenty years 
represented the factory of Ziegler Bros. 
in New York and thé East making his 
headquarters in that city, died on 
December 20th. The funeral was held 
in this city on the 23d and was attended 
by many of Mr. Dayo’s business friends 
as well as personal ones. 

During the past year, Mr. Dayo was 
very active in war work. He was one 
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of the most: active of manufacturers’ 
representatives in the New York field, 
being very prominent in all concerted 
movements of the members of his craft, 
and took an active part in their gather- 
ings and deliberations. A wide circle 
of friends mourns his loss as well as his 
fellow craftsmen and the trade in 
general. 


J. W. Carter & Co. Salesmen 


The salesmen of J. W. Carter & Co., 
Nashville, Tenn., finished their season 
on December 1. W. C. Livingston, of 
Philadelphia, covering Pennsylvania 
and New York State, led the force on 
the sale of Chicago shoes. W. H. 
Wemyss, who makes a special Western 
trip from St. Louis to the Coast, reports 
sales of over $300,000. Wemyss carries 
both Nashville and Chicago lines. He 
is said to have taken a single order for 
$72,000. 

David Tilt is in charge of the men’s 
factory in Chicago. 

Frederick Tilt is in charge of the new 
boys’ factory recently opened on the 
North Side. Both factories are now 
planning their new samples for the 
coming season. 


A. J. Bates Co.’s Salesmen 


The A. J. Bates Company of New 
York have opened a new office in 
Room 401, Merchants and Drovers’ 
Building, Baltimore, Md. Aaron Spear 
is in charge. He will cover Baltimore 
and Washington. 

C. R. McLellan, 119 South 4th Street, 
Philadelphia, Pa., another live wire 
salesman of the A. J. Bates Co., has 







developed some excellent accounts for 
his firm in the Quaker City. 

C. C. Marks, Goldsmith Building, 
Altoona, Pa., is covering Pennsylvania 
east to Harrisburg, for the A. J. Bates 
Co. Mr. Marks reports a very good 
business on the styles shown on the 
two-page spreads which his firm is 
carrying in the ‘‘Recorder.” 

Abe Joseph, Weitzenkarn Building, 
Wilkes Barre, Pa., is covering the coal 
regions for the A. J. Bates Co. Mr. 
Joseph is developing his market and 
reports good sales occasioned by the 
fact of the brisk mining operations in 
that section. 


Commercial Travelers’ Council of 
Rochester Elects Officers 


The Executive Committee of the 
Commercial Travelers’ Council of the 
Rochester Chamber of Commerce, met 
at the Chamber on Thursday noon, De- 
cember 26, for the purpose of election of 
officers. Although it is the usual cus- 
tom to pass around the chairmanship 
each year, Gus A. Schaub, of the Sher- 
wood Shoe Company, has proven himself 
to be so exceptionally an efficient man 
for the office, that he was unanimously 
re-elected to serve another term. Por- 
ter Van Doesen will continue to act as 
corresponding secretary, and J. P. Clark 
was elected recording secretary. 

The meeting marked the close of a 
most successful year for the council, and 
another equally as fine is being looked 
forward to by all. Chairman Schaub 
appointed a committee to arrange a 
dinner dance to be held on Lincoln’s 
Birthday or thereabouts in February. 





A Group of Salesmen Traveling for Dr. A. Posner Shoes, Inc. 

















JOSEPH MOSES 


M. MOSES 


P. J. PUSFELD 


These salesmen travel New York State and adjacent territory for Dr. A. Posner 
Shoes, Inc., New York. Philadelphia and New York State are covered by Joseph 


Moses; the East Side, New York and Jersey Coast are covered by M. 
western Pennsylvania and the Bronx are covered by P. J. Pusfeld. All thre 


an excellent business. 





























Experiences of Manufacturers 
with Neodlin Soles 


{Told by Themselves }) 





Brockton Co-Operative Boot & Shoe Co., Makers of Men’s Fine Shoes, Campello, 
Mass., writes as follows to The Goodyear Tire & Rubber Company: 


ntlemer: 
e have used Neolin Soles in Co-operative Shoes 
ever since the Goodyear Company started marketing that 


product: We have done so because we have found this 





sole to be uniformly the best other-thar-leather sole 
that we could purchase. 

Jur business on Neolin. has steadily increased 
and we will continue to feature Neolin exclusively on 
more and more of our shoes as long as we are satisfied 
that Neolin quality is in keeping with our standards. 

We believe the continuous increased sale of 
Neolin-soled Shoes is due to our attention and care in 


applying them. 
Yours truly , 


BROCKTON CO-OPERATIVE BOOT & SHOE CO. 


Lars Peterson. 


There could be no more conclusive evidence of the genuine 
merit of Nedlin Soles than the facts related in this series of 
shoe manufacturers’ letters. The men who are telling their 
experiences with Nedlin Soles (in this and coming issues of 
this journal) are keen business men whose success is based on 
manufacturing shoes that give satisfaction to the consumer. 
They use Nedlin Soles because Nedlin Soles measure up to 
the standards of quality which they must maintain— in order 
to maintain the good reputations of their products. 


The Goodyear Tire & Rubber Company, Akron, Ohio. 


Nealin Soles 


Trade Mark Reg. U. S. Pat. 

















Jan. 4, 1919 BOOT AND SHOE RECORDER 





Everything in Readiness for the Big Show 
Boston Shoe Style Show an Assured Success 


On the eve of the opening of Boston’s greatest shoe style show, New England puts her best foot forward 
to reveal to the nation the styles of the new victory era. The show will be dedicated to the furtherance of 
New England leadership in footwear in a masterly address by Hon. David I. Walsh, senator-elect for Massa- 
chusetts. The only other official address will be by Fred A. Vogel, president of the Tanners’ Council 
on Leather Night, Wednesday, January 8. 

Open-house hospitality will be extended the visiting buyers from stores and factories in eighty exhibi- 
tion booths. 

In the revealment of styles on the living models on the fashion ‘‘Runway,”’ the best features in fashion 
and footwear will be depicted in the only real way of showing style—on the human foot. 

With organ recitals and educational films every afternoon and model show in the evening, the con- 
tinued interest in good style and good shoemaking will prevail from Monday noon until 10 P. M., 
Thursday night. 

As a forecast of style, you cannot afford to miss the Victory Shoe Style Show of 1919. 











Golden Wedding Anniversary There was an interesting program of vocal and instrumental 
selections and recitations. Many beautiful and useful gifts - 
John G. Jackle, one of Waterbury’s best known shoe mer- were on display, including a dinner set with decorations of 
chants, and Mrs. Jackle celebrated on December 12, their gold and several gold lined silver articles. 
Golden Wedding Anniversary. The Hodson’s dining room Those present were: George A. Jackle of New York City; 
was the scene of a brilliant gathering. The table decorations Mr. and Mrs. Charles A. Jackle and daughter, Lillian; Mr. 
and Mrs. Fred A. Jackle and daughter, Evelyn; Mr. and Mrs. 
Frederick R. Knapp and daughter, Muriel; Miss Mable E. 
E. Jackle; Mr. and Mrs. Lawrence Buck, Mrs. E. Frederick 
Leschke, Miss Minerva and Miss Anna Buck. 


A Veteran Merchant 


Mr. Jackle started in the shoe business about forty-one 
years ago at Thomaston, Conn., and has been in business in 
Waterbury, Conn., for about twenty-one years. He is enjoy- 
ing the very best of health at the age of seventy-five. 

Charles A. Jackle is still with his father in the shoe store at 
Waterbury. All of Mr. Jackle’s sons were born in the shoe 
trade. Even when a small boy Charles A. with his brothers 
“‘tended store.” 

This firm has always enjoyed a successful trade. 

John G. Jackle is a veteran subscriber to the “Boot and 
Shoe Recorder,”’ having taken this journal continually for the 
past 30 years. 

The “Recorder” joins with Mr. Jackle’s many friends in 
wishing the happy couple congratulations, continued health 

MR. AND MRS. CHAS. A. JACKLE and prosperity for many years to come. 


Celebrate Golden Wedding Anniversary 





Monthly Statements a Sales Medium 


were of yellow roses and as the party entered the room, the 
Lohengrin Wedding March was played by the orchestra. (Guneinded: Pome: page 30 : 3 
Frederick A. Jackle, son of Mr. and Mrs. John G. Jackle, of shoes for you. What would you think of a ape 
acted as toastmaster and offered the following original toast: of shoes that at the start feel as easy on the feet as if 
= you had worn them for months? Perhaps you have 
An Original Toast felt that there are no such shoes? SUCH A SHOE IS 
OUR ——— LAST. COME_IN AND SEE IT. 
“Here’s to our father, the dearest man we know; You need not buy—just see it; and if you celebrated 
Here’s to our mother, whom he won, fifty years ago; PEACE yesterday, celebrate FOOT PEACE forever 
May this semi-centennial of earthly love in a pair of the above! 
Be the type of a perfect contenthial aupve. This made a few direct sales, it > a good piece of timely 
After the dinner, the party returned to the home of Mr. publicity; and comment was made on the card for weeks 
and Mrs. Jackle where the balance of the evening was spent. after, showing that it hit. =o 





BOOT AND SHOE RECORDER Jan. 4, 1919 








‘‘Ye'll gang mony a mile 
afore ye find better.’’ 


: ‘‘Aristo”’ **Jonteel’’ 
.————— PF as 


WHEN in Boston stop off at 183 Essex St., Room 507, 
where our full line of HIGH GRADE TURNS is on 


display. Courteous salesmen in attendance. 

Ask to be shown our new IDEAL PUMP—a special feature 
and all that the name implies. 

Incidentally you will see our long line of. TURNED OX- 
FORDS and PARTY SLIPPERS. Beautiful beaded 
effects. (We operate our own beading department.) High and 
low heel lasts. 


You are cordially invited to pay us a visit. 





HAZEN B. GOODRICH & COMPANY 


Boston Office, Factory, 
183 Essex St. Haverhill, Mass. 





ALL CORRESPONDENCE SHOULD BE ADDRESSED TO THE FACTORY 
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b * Bypct have a wonderful opportunity to bring up the 
subject of Hosiery when you are fitting the Shoes. 


And with 


HOSIERY 


you have quality that will back up the strongest claims 
you can make for it. We stand behind every pair— 


Men’s and Women’s. 


You'll find it profitable business. 


Full ranges of Silks—Silks and Lisles and Lisles—in 
plain colors and refined novelties. 


There’s one of our branch offices near you; send to it 
for samples and detailed information; or write us direct. 
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“UNIVERSAL” SHOE LACE TIPPER 


An Indispensable Tool for Shoe Dealers 


Saves its cost on one busy day. 


Price $1.25 each 
Special discount to Jobbers. 


Made of Tempered Steel—will not break. 
Highly polished and nickel-plated. 


Guarantee 


We will replace any faulty Tipper on receipt. 
Will set Shoe Lace Tips instantly by simply 
pressing the handles. 


THE ROOT-HEATH MEG. CO.,; PLYMOUTH, OHIO, U. S. A. 


(N. Y. Office, 90-92 W. Broadway, D. N. Winner, Mgr.) 








For Better Looking Shoes in Your 
Window Use Mayhew’s Invisible 


Shorter Terms 
Tem-Eweee o's -<°c 0% 40% em 2% 


Retail buyers will be wise to adjust both their 
minds and their affairs to shorter terms of 


dit. 4 is Ld . . 
act This Top-Tree fits inside 
Manufacturers have already felt this change, and N\ neee of the shoe—smoothens out 
they must now buy the materials which they —+ Tua: e P 
use on a very short credit basis. rou bh lines and is also en- . 

tirely invisible. 

















To be able to properly finance his business the 
wholesaler must shorten his terms to the retailer, , 
who in turn should face the condition and meet 

it by extending a less liberal credit and by exert- * Sold by 
ing every energy toward getting his business on Gare $ Jobbers or 


ash basis. E 
a een td ‘ Direct 





No. 8—For Open Form or No Form 
No. 6—For Closed Form 
The Credit Clearing House atari nec seed 


**Builder of Better Credits” 











Offices in all important cities Manufacturers 


Executive Offices: 440 Fourth Ave., New York, N. Y. J ames N ° Mayhew Company 
Minneapolis, Minnesota, U.S. A. 
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Our Proposition to Shoe 
Manufacturers 


We have no innersoles to sell. We make and market 
“PANCO” REINFORCING TAPE only. As manu- 
facturers and distributors of this new and very useful 
. material we stand ready to prove our claims of superi- 
— a & wey. 0 us a — of ere we c — 
neled 1-32 of an inch deeper than usual. e wi 
attach “PANCO” REINFORCING TAPE at the COMES SPOOLED IN 


toe, git around 0 yom, pralec, cad setae the eee: «50 AND IOO YD. LENGTHS 


to all you ever used, no charge will be made for the service. 
Every innersole should be reinforced the ‘“‘“PANCO”’ Way 


Use of “PANCO” REINFORCING TAPE simplifies the work of innersole reinforcing, increases strength 
where welt and upper meet, and guarantees shoes the uniformity of which would be impossible to obtain by the 
common reinforcing methods. hink what, it means to be able to put shoes through your factory without welt- 
ing troubles, no matter what the factory conditions are, and with perfect toe lines. 


Difficulties of Welting Are No More 


They. may be disregarded and forgotten when “PANCO” REINFORC- 
ING TAPEis used. Lasters can work without fear of knocking down channels. The double 
layers of fabric, where single layers have heretofore been, build up the leather and add strength. 


Better Shoes at No Extra Cost 


follow use of “PANCO” RE- 
ape nate = atieht 
to straig! 
i troubles 
chines. By feinforcing 
REINFORCING TAPE as in_ illustration 
No. 3 the machine cannot force back the lip 
and svbstance between, thereby crea‘ weak- 
nese where the ine honk NG Ta ‘Oo carry 
“PANCO” REINFORCING TAPE all way 
around the innersole as in illustration No. 1 
costs very little, and all adv obtained 
h use as in illustration No. 3 can be had 
+ at an insignificant price. All stitching is flush 
with innersole surface. The tread remains 
smooth. It may be covered as illustrated in No. 2. 
~—_ us relative to prices’ 
a plet 











PANCO RUBBER 
COMPANY 


CHELSEA - MASS. 
U. S.A. 


SHERBROOKE, QUEBEC, CAN 























BOOT AND SHOE RECORDER 


NY extraordinary rush 
of shoemaking—such as 
right now, following the 

war-time hold-ups—has its 
dangers. 


—Dangers for manufacturers, 
for retailers, for consumers. 


One of these dangers is select- 
ing upper leathers a trifle 
carelessly—accepting stocks a 
little under normal grade. 


Agoos Bell Brand sides are 
staple quality—all the time. 
They are unexcelled alter- 
nates for Calf leathers. 


Their steady customers .are 
the buyers for some of the 
best-known manufacturers in 
the Industry. 


S. L. Agoos Tanning Co. 


Specialists in Fine 
Side and Veal Leathers 


145 South St., Boston, Mass. 
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our hearts over the termination of the 


WE enter the New Year with gratitude in 
war 


We can now turn our undivided attention 
to the pursuits of peace with a prospect of a 
long and prosperous future. 


Every hour brings us nearer to normal con- 
ditions of business. Our object will be to supply 
dependable lines of 


“Onyx” @ Hosiery 


2 
: to the trade. 
: The “ONY X”’ line will retain its position . 


as the main prop of Hosiery Departments be- 
cause of its fidelity to Quality. 


With full appreciation of the loyal support 
given us during the past year, and hoping for a 
continuance of our pleasant business relations, 
we present to all of our good friends the Compli- 
ments of the Season. 


Emery & Beers Company Ine. 


Sole Owners of ““Onyx’”’ Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


PHILADELPHIA OFFICE BOSTON OFFICE CHICAGO OFFICE 
1033 Chestnut Street 31 Bedford Street The Lytton Bldg. 
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Protect Your Valuable 
Trademark 


[! is of utmost importance for you to 

promptly protect Your Trademarks 
in South American and other Foreign 
Countries where you now sell your 
products or where you plan to extend 
your business. 


Full particulars as to advantages 
gained by the Registration of your 
Trademarks, Tradenames and Labels 
under the United States Federal Stat- 
utes and in any Foreign Countries upon | 
request. All inquiries answered 


promptly. 


Write for our free booklet 
*‘Advantages of U.S. 
Trademark Registration.’”’ 


BOOT andSHOE RECORDER 
TRADEMARK REGISTRATION DEPT. 


Address All Communications to - 


Swain, Carpenter & Nay, General Counsel, 101 Tremont St., Boston 
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Show held in Boston, January 6, 7, 8 and 9. 


Our Stock Dept. is brim full of classy, serviceable 
shoes, carried on our shelves for Immediate Ship- 
ment. Our Catalogue shows illustrations of 16 
styles, and this is the time of the year to buy as 


sizes sell. 
TryOur In Stock Service 
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NUE 
FT TTT TTT UUTTLUTT ELL LLLP 


E. T. WRIGHT & CO., Inc. 
' ROCKLAND, MASS. 
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“HUBTIP”"%o, “et. 1” SHOE LACES 


HAVE ALWAYS STOOD FOR THE BEST VALUE OBTAINABLE. 
YOU KNOW IT, AND YOUR CUSTOMERS ARE RAPIDLY 
LEARNING THE REASONS OF “HUBTIP” SUPERIORITY 


BEST BRAID BEST TIP 


No Metal Tip to A off or fray out. No Metal Tip to wear tinny. 
UBTIPS always stay on the lace. 








Women’s or Men’s 


Women’s or Men’s Men’s 
45 in. per gro. Strings. . .$3.80 
54 Ty “ “ it ie 4.30 


27 in. per gro. Strings .. . . $2. 36 in. per gro. Strings .. . .$3.35 
eae es 40 “ tl i seer 
Men’s 63 in. per gro. Strings.. 4.807 G ASSORTMENT CABINET D ASSORTMENT CABINET 
: 36 pair 36 in 18 pair 36 in 
F ASSORTMENT CABINET 24 45“ . ie Aa 
48 pair 36 in ) | li 
24 45 Meese eens A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in ORDER A TRIAL CABINET 
OS qgir 86 ip........-- <Riggigg 18“ 45“ } $3.70 with 


“a < 18 -“ COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U.S. A. 
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HIGH PRICES TO CUSTOMERS | Our ee ne a 
CAN BE REDUCED | | aa mown Thess 4 
BY SELLING OUR | y 


COPPER PROTECTED TIP | 2am [cccx. 
SHOES i eee 


Gun Metal 

















Prices on request 


Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 











HOTEL FLANDERS, New York City . 


133-137 West 47th St., 

: JUST OFF BROADWAY 
: The right kind of a hotel in the right locality. 
: In the heart of the theatre district and adjacent 
to the shopping centres. Positively fireproof. 
Excellent cuisine and an poe tional ee ng A 
; : dditi just completed, containin, rary, 
PROTECTED TIPS GIVE THE SHOE gee ed billiard hall, > ‘i 7 
ADDITIONAL WEAR : Handsomely Furnished Rooms, Private Bath 

ORDER A TRIAL LOT NOW AND SEE HOW : $2.00 PER DAY UPWARD 


QUICK YOUR TRADE WILL SUY THEM : From Grand Central Station, -cars marked 
: “Broadway,” without transfer. Pennsylvania Sta- 


FE D E R AL SH O E C O. | tion. 7th Ave., cars without transfer. Booklet 


LOWELL, MASS. upon request.  R. SHARES, Prop. 


“NWOCCCeeeeeeeceeeccesececcesceveeeeeessseugesecese 
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WITH THE 


Idea 


IN 


Quality 


IN 


Guaranteed 
Service 


‘*Horn Fibre’’ Counters 
start the new year with 
a product that is unsur- 
passed in wear, fit and 
uniformity. 


**The Counter that Is Found 
in All Good Shoes.’’ 














ROGERS FIBRE COMPANY 


Sole Manufacturers of Mousam “Horn Fibre’? Counters 


121 BEACH STREET - BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C. RUPP CO. DENNETT & PRINCE 
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No. 0888 


Wingate Shoe Cor 


Haverhill, Mass. 


. A“Wingate” Turn 


AN ALL QUALITY 
OXFORD THAT WILL 
PROVE A BIG SPRING 
SELLER 


52 LAST. 17-8 FULL 
2 LOUIS COVERED 

HEEL. ALUMINUM 
P- PLATE © 


NEW YORK OFFICE, 435 MARBRIDGE BLDG. 
- BOSTON OFFICE, ROOM 303, 183_ESSEX STREET 


























VISITING BUYERS 


Are cordially invited to see Our 
Sample Line at 10 High Street, 
BOSTON. 


Neolin Sole Shoes 
FOR GIRLS 


IN STOCK 


Flexible English Toe 
Spartan Quality 


No.740 
Brown Gun Metal 
Lace,High Cut, B to 
E, 24% to7....$4.50 


No. 741 
Black Gun Metal 
Lace, High Cut, B to 
E, 2% to 7... .$4.00 


| BACON-ROLLINS COMPANY } 


UCCESSOR TO GEO. F. DANIELS Corp. 
LYNN, MASS. 








HE word quality can mean ’most anything — but 
when you want real quality you want the real 
Beaded Tip Laces, no imitations—and that 

means you must make sure that our Trade Mark 
BEADED is on the wrapper. That word BEADED is 


YOUR PROTECTION 


It means tips that really won’t pull off, and more—it 
means quality, the highest of proven quality in every 
inch of that lace, the best of fabric, fast colors, beauty 
and full length. The best retailers sell the real Beaded 
Tip Laces—Do you? 
Insist on that Trade Mark BEADED 

UNITED LACE & BRAID MANUFACTURING CO. 

Originators and Sole Manufacturers 


Auburn, Providence Rhode Island 


| SICaded j1p ip 


BEADED 
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These Are 
Joy Times and 


Party Times 





All sorts of functions are 
being held and planned 
to greet our homecoming 
boys. 


The girls: want the 
prettiest party slippers 
to go with their new 
party gowns. 


We have the ‘Correct 
Dodge” in great variety 
ready to rush to your 
store. 





Remember We 
are Specialists 





Boston New York 
183 Essex St. 130 W. 42d St. 
Bush Terminal Bidg. 


UGérrect Dodg ce 


For All Occasions 


IN STOCK 





B, C, D, 2% to 7. 
Price, $4.00 


No. 258—Same as 257 in 
Patent Leather: 
Price, $4.00 


No. 259—Black Ooze 

Calf, 6 eyelet Oxford, 

Full Louis Heel. : 

AA, 4to 7; A, 

B, C, D, 2% to 7. 
Price, $4.10 





No. 235—Patent Opera, 
Full Louis Heel. 
ce, $3. 


No. 262—Color 18 Brown 

Calf Opera, Pointed Toe, 

2%-inch Full Louis Heel. 
Price, $4.25 











Silver and 
Gold Cloth 
Party Slippers 


Dodge Silver and Gold 
Cloth Slippers are fa- 
mous for their smartness 
and they are warranted 
not to tarnish. 


Also in our stock are 
shown black and white 
satin slippers — beaded 
and ornamented—every- 
thing that’s right. 


Remember We 
are Specialists 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


San Francisoo M 
600 Doccthe Bldg. 20 w. Siiewe Blvd. 417 Pacific Bldg. 20 ro cen 
. Great Northern Bldg. 
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F you contemplate engaging in. foreign business or increasing your present 
foreign trade, knowledge of foreign business laws and methods and trade 


conditions is vital. 


Our Commercial Service 


Department 


is prepared to furnish you with this and all other necessary information. 


Our Branch at Buenos Aires and our close affiliations with leading banking 
institutions throughout the World keep us in close touch with financial and com- 
mercial activities in all countries. 


The First National Bank 


of Boston 


Capital, Surplus, and Profits, $27,000,000 
Resources re . Over $250,000,000 


Branch at Buenos Aires, Argentina 





IF YOU SELL YOUR TRADE as e 
Copper Protected Tip 


Children’s Shoes 


You Give Them Double Satisfaction 


ug OU want to blow into town, 
a sy do business and get out. A 
$e | layover is annoying. Time 

=——<—! counts. You know it means 
a loss or a profit. It’s discouraging to 
put up with delays. The “Essex’’ is 
located within the circle where the shoe 
business is done in Boston and is daily 
saving dollars to travelers by making 
it possible for them to make the most 
of their time. 


\ 
a 


\ 
x 


Hotel Essex 


BOSTON 


Double the Wear for Customers Means Extra 
Profit for You 


Write Us for a Trial Lot 


Andrews-Wasgatt Co. 
EVERETT, MASS. 


DAVID REED 


Manager 


a a aa se 


i 


€ 


ee en ne ee ed 
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pork 
hooking bwards 
THE FUTURE 


A wonderful lesson in ° 
economy taught by the just 
ended war has fixed in the 
minds of American women 
the futility of paying exces- 
sive prices for style footwear. 
The demand of the immediate 


future will be For stylish. 
shoes at a moderate cost. 


AEB, M"Tays for womenare 
splendid examples of style 
footwear moderately priced. 


Allen, Foster, Bridveo (Qo. 


MSKAY SPECIALISTS 
nu, — Mass. 


Boston Office  20/ Essex St. 
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WHITE KID OR BUCK OXFORD 


MILITARY HEEL 
VAUGHAN’S IVORY SOLES 


This Style with either military or 
17-8 covered heel will predominate 
in White Footwear for Spring, 1919 


DONN D. SARGENT CoO. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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BOOTS AND SHOES 


Retail Stocks Not Yet Materially 
Lessened 


The rank and file of the trade, whole- 
sale and retail, were agreeably surprised 
by the announcement of the United 
States Rubber Co., regarding its prices 
for rubber footwear, for the year 1919, 
details of which are given elsewhere in 
this issue. In the more thickly settled 
sections of the country the meteorologi- 
cal conditions of the Winter, so far, 
have not been most favorable for the 
sale of rubber footwear. Some sections, 
mainly in the Rocky Mountains, and in 
the extreme northern portions of the 
country have shown heavy snow falls, 
even as far South as Texas, but these 
parts are thinly settled, or settled not 
at all, and therefore of little benefit to 
the shoe dealer. It is a self-evident fact 
that a four-inch snow fall in any metro- 
politan community will bring a better 
demand for rubbers than a ten-foot fall 
in the Rocky Mountains, or in Northern 
Maine or Michigan. Retail rubber 
stocks, in most lines, are sufficiently 
complete to take care of the probable 
demand for the present and immediate 
future, and in those lines which are 
scarce, the manufacturers are doing 
their utmost to fill the orders they have 
on hand, but which they were pre- 
vented from making up, because of the 
arbitrary calls of the Government. 
The old couplet says: 


“‘As the days begin to lengthen, 
The cold begins to strengthen,” 


and from now on. we must expect 
Wintry weather with, it is to be hoped, 
plenty of snow, to move retail stocks 
by and before the vernal equinox. 


CRUDE RUBBER 


Business Reduced to Minimum at 
Last of the Year 


Up to time of writing, which includes 
report of business to the end of the year, 
the market has been, very quiet, with 
not enough trading to establish any 
change in prices since last report. ‘Ask- 
ing prices for spot are nominally those 


Weekly 


AVAAUAUAUCGNOLAAALOLOVONRALRAGANABAUOAVOODATODAQVANQOUUCICQOUO0UOCQUALIOADAOONOAAL@C0CAIAAGRCALAMUUIUGOUIOLEL 


‘The Rubb er Realm | 
Market Review of Rubber 
Footwear, Supplies and Prices 


given a week ago, though there are no 
large stocks available, while in some 
South American sorts, the market is 
entirely bare. These include islands 
coarse, cameta and both upper and 
lower ball. Plantation rubber is not 
plenty, but there is evidence of ex- 
pected arrivals, as the price of first 
latex, to arrive in January is quoted 
53c and March 5lc. Notwithstanding 
the -fact that the War Trade Board 
announced the middle of last month, 
that all restrictions upon the quantity 
of crude rubber which may be imported 
over seas had been removed, and that 
applications for licenses to import 
would thereafter be considered without 
limit as to quantity, there has been no 
such increase in such applications as 
might have been expected. Now that 
the new year has arrived, however, it is 
likely that a pretty lively demand will 


_ come, and those industries which have 


been restricted in production will start 
out to make up the deficiency thus 
caused. Prices at production points 
have been very low, owing to the 
diminished demand, but there is a 
likelihood of advances if the demand 
comes up to expectations. The main 
trouble from now on will be the ques- 
tion of transportation, which is every 
day becoming an important factor in 
this, as in every other industry. We 
quote present spot prices: 


Upriver fine para 

Tsland fine 

UMBVOE CORPEO..«.. 64.5 0.550 b cos os 
UIMNEE CORESO. 6.555 ae ce 
Caucho ball upper............ 
Caucho ball lower............. 


First latex os ONGHia3...... 
Smoked sheets. . 

Brown crepe. . ATE re 
Centrals and Mexicans 

Guayule wet 

Guayule washed and dried.... 


SCRAP RUBBER 


Prices Lower in Absence of Demand 


The scrap rubber market has been 
stagnant the past week, with some 


yan: 
X. Sy 
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further softening of prices. Dealers 
find that reclaimers are buying practi- 
cally nothing, and are therefore either 
declining to buy, or are offering lower 
prices. This is usually the case the last 
of the year, but now it is expected that 
rubber manufacturers will start up with 
the intention of making up for lost time, 
and the demand for reclaim will in- 
crease considerably, in which case 
prices must again strengthen. We 
quote: 

Boots and shoes $7.90 to $8.10 per 
hundred in Boston; $8.00 to $8.25 in 
New York; $7.75 to $8.00 in Phila- 
delphia and $7.30 to $7.40 in Chicago. 

For trimmed arctics, Boston’s quota- 
tions are $6.30 to $6.60; New York, 
$6.25 to $6.50; Philadelphia, $6.15 to 
$6.40 and Chicago, $6.00 to $6.40. 

Untrimmed arctics bring $5.10 to 
$5.50 in Boston and New York and $5.00 
to $5.25 in Philadelphia. 


CONFERENCE OF RUBBER 
FOOTWEAR MAKERS 


Officers, Superintendents and Fore- 
men of Footwear Factories Hold 
Convention in Boston 


Six hundred practical rubber boot 
and shoe men invaded Boston last 
Sunday night and Monday morning, 
everyone determined to learn a little 
more about the manufacture, and to 
impart his practical knowledge, gained 
by experience, to his fellow workers. 

The occasion was a general con- 
vention of foremen of the footwear 
division of the United States Rubber 
Co., bringing together the heads of 
sixteen factories in Massachusetts, 
Rhode Island, Connecticut, New York, 
New Jersey, Pennsylvania, Michigan 
and Missouri. The object was to bring 
into closer working relationship the 
footwear producers, to exchange views 
regarding systems and methods leading 
to increased production and economy 
in operation. 


The Morning Session 


The delegates were brought here in 
special trains, and housed at Young’s, 
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BROOKLYN FACTORY, 
T. R. EMERSON, Pres. 647-49 Lexington Ave. 


“The Boys Who Do It’’ 



































ae 





4a 
H. C. JOHNSON ] 
. . ’ A. C. STEWART, Jr., J. L. STANTON, 
Philadelphia, Sales Manager. Southern. 


Baltimore, Washington 








NEW SELLING POLICY 


Since manufacturing our own better 
grades for stock we find that a direct 
connection with our customers 
through salesmen improves our serv- 
ice and reduces disappointments to a 
minimum. 

















M. H. MARIENTHAL, Qur catalog service will also be continued A. J. LA CASSE, 
Michigan, Wisconsin, Virginia, W. Virginia, 
New York State. 


Missouri, Kansas. 





Authentic Shoe Styles In Stock 


T.R.EMERSON 
SHOE COMPANY inc 


150-152 DUANE STREET, 
NEW YORK City 
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BUSH SHOE CORP. 


“The Boys Who Do It” 
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DAVE SCHOEN, C. LE CLAIR H. S. KUSHINS, 
Coast. Credits. Ohio, Indiana, Illinois. 


BUSH AND WELTS 


We are proud to announce that Mr. H. 
Roy Bush, formerly superintendent of 
H. H. Grays’ Sons, Syracuse, N. Y., and 
now President of the Bush Shoe Cor- 
poration, Auburn, New York, has asso- 
ciated himself with us as Secretary in 
% charge of manufacturing. : 

a We are now making welts as well as | a» 
turns in Brooklyn and high-grade 


F. BURTIS : W. CARLE. 
New York City. welts in Auburn. Sis Seats 


Authentic Shoe Styles In Stock 


T.R.EMERSON 
SHOE COMPANY inc 


iI5SO-152 DUANE STREET, 
NEW YORK Cit” 
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Restrictions Are Forgotten 


The Lid is Off! 


The trenches in Flanders are empty and it is no 
longer necessary to keep supplying the boys “‘over 


there” with U. S. “Protected” rubber boots. 


So, instead of making trench boots almost exclusively as we 
have been doing, we have reverted to our before-the-war manu- 
facturing program, and will soon make up the shortage that 
exists in the supply of heavy-service, double-duty U. S. 
“Protected”’ rubber footwear. 


Uncle Sam has furnished ‘‘our boys” with the best rubber 
boots that money can buy, and, in. both the Army and Navy, 
there probably are as many U. S. ‘‘Protected”’ rubber boots 
as all other brands combined. 


Complete Your Stock. 
People Need Rubber Footwear. 
Outdoor workers everywhere recognize the dollar-for-dollar 
value of “U. S.” quality. It means rubber boots of the 


sturdiest construction, reinforced where the wear is greatest, 
yet entirely comfortable. 


Every pair of U. S. “Pro- manufacturer in the world. 
tected” rubber boots bears Millions look for it asa 
the “U. S. Seal’’—trade sign of safety in purchas- 
mark of the largest rubber OES ing rubber footwear. 


United States Rubber Company 


New York 
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the American, Parker’s and the Bellevue 
Hotels. Young’s was the convention 
headquarters, but the sessions were 
held at the City Club. The morning 
session was general and held in the big 
auditorium of the club, then lunch was 
served, and the various groups then 
were assigned different rooms or halls 


in the building and at Young’s Hotel, 


where those of similar positions in the 
several factories could confer on sub- 
jects peculiar to their special divisions. 
Thus they were kept busy swapping 
experiences and comparing notes until 
nearly 5 o'clock. Later busses were 
taken for the Hotel Somerset, where a 
reception, banquet and entertainment 
finished out the busy but profitable 
day. 


Addresses by Company’s Officers 


Charles B. Seger, the newly-elected 
president of the company, and Homer 
E. Sawyer, vice-president, and head of 
the footwear division, addressed the 
general session in the morning, and 
visited the various group meetings. 
Both were enthusiastically received, and 
both had much to say regarding the 
objects of the convention, and the 
policy of the company for the future. 
Little was said regarding future prices 
of boots and shoes, but much of the 
efficiency of the various factories, tend- 
ing to increased production, which, of 
course, means lessened cost. It is 
natural that such improvemeats will be 
met by increased efficiency in other 
companies with the -possible ultimate 
result of lower prices. The production 
problem is at present greater than can 
be met, it was said, and orders are 
coming in now—due, no doubt, to the 
war situation—which cannot be im- 
mediately filled. Speeding up on neces- 
sary work was the main topic of dis- 
cussions, which were devoted wholly to 
the industrial end of the business. 


Opportunities for Ex-Soldiers 


The statement was* made that the 
company is making extensive prepara- 
tions for restoring to discharged service 
men the positions they held in the com- 
pany before they answered their coua- 
try’s call and, furthermore, it was said 
that there will be plenty of oppor- 
tunities for service men who were not 
previously with the company, and these 
will be employed in large numbers even 
if they are minus one of their members. 
In other words the company is planning 
to hire as many ex-soldiers as possible 
who are capable of doing a day’s work. 


The Evening Banquet 


At the banquet in the evening 
Myron H. Clark, general footwear 


‘production; 








factory manager, presided, and at the 
head table were Charles B. Seger, 
president; Homer E. Sawyer, vice- 
president; Elisha S. Williams, vice- 
president; Arthur Reeve, supervisor of 
F. F. Shaffer, superin- 
tendent Goodyear India Glove Co.; 
C. W. Barnes, assistant to manager of 
shoe sales; Dr. Theodore Whittlesey; 
G. F. Hichborn, transportation man- 
ager; R. W. Ashcroft, advertising 
manager; N. Lincoln Greene, vice- 
president American Rubber Co.; Ernest 
Hopkinson, president General Rubber 
Co., New York and Sumatra, and W. O. 
Cutter and R. S. Willis of the New 
York office. 

Seventy-three tables, each seating 
from 6 to 16 delegates, were all fully 
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occupied. In the balcony was the 
band and orchestra composed of work- 
men at the National India Rubber Co., 
Bristol. R.I. Here also were a number 
of ladies, invited guests of those 
present. 

Speakers of Evening 


The speakers of the evening were 
President Seger, Vice-President Sawyer, 
President Hopkinson of the General 
Rubber Co. and Arthur T. Hopkins, 
manager of the service department. 

A feature of the evening was the 
presentation of suitable badges to a 
dozen or more faithful workers who had 
served their companies forty or more 
years. F. F. Shaffer of the Glove Co., 
holds the longest record, 52 years, and 
next to him is C. G. Ames of the L. 
Candee & Co. 


A Pleasing Incident 


A pleasing incident of the evening 
was the recognition in the balcony of 


Culbertson, 
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Mrs. Clark, mother of the chairman of 
the banquet, a handsome bouquet of 
roses being sent up to her from the 
speakers’ table. 

After the speeches, there was staged 
a minstrel show by members from the 
National India Rubber Co., the festivi- 
ties concluding at a late hour. ; 

Tuesday morning the delegates paid 
a visit of inspection to the Boston 
Rubber Shoe Company’s factory, and 
this was followed by a luncheon served 
there. The company returned to 
Boston in‘ time to embark on a special 
train of five big steel coaches and two 
diners, every member being most 


enthusiastic in praise of the entire 
affair from beginning to end. 








When Business Is Bum 


By GEORGE ORLOFF 
Grote-Rankin Co., Shoe 
Department, Spokane, Washington 


When business is bum, 

And the crowd doesn’t come, 
And the clerks are all “glum” 
With the blues, 

I can’t help but think 

How their poor spirits sink 
When the trade’s on the blink 
Selling shoes. 


For when there’s no trade 

And. no sales have been made 
Their jobs they’re afraid 
They may lose. 

Yet, there comes a good time 
When their spirits do climb, 
It’s when business is fine 
Selling shoes. 


Then all things are sunny 

Like flowers and honey 

And P. M.’s bring money profuse; 
You will not see a one 

Looking sour or glum 

As when business is bum, 
Selling shoes. 


A Traveling Salesman’s 


Calendar 


John J. Whalen, who represented 
Condon Bros. in Pennsylvania, is send- 
ing out to his trade friends a calendar 
for 1919. Neatly gotten up in shades 
of brown, it has as a pictorial feature, 
an excellent likeness of the genial ““Jake”’ 
as he appeared in his every day shoe 
selling clothes. No doubt all “Jake’s” 
customers will receive a copy of this 
attractive souvenir and will see that. it 
is conspicuously displayed as a combi- 
nation of beauty and utility for the 
coming year. 
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A Broad Hint to Dealers 








O matter what makes or grades of shoes you are now 

handling, or will handle this Spring, you are going 

to find it good, cold-blooded common sense to be opti- 
mistic for some time to come. 


The whole intricate matter of readjusting conditions 
safely and harmoniously throughout the shoe industry 
will be speedily accomplished if the country’s shoe mer- 
chants are cheerful, enthusiastic and courageous. 


Dealers who allow themselves to be skeptical about 
sales-volume, suspicious of wholesale prices, timid about 
sizing up their stocks, undecided as to accepting or 
cancelling goods already ordered, niggardly in their local 
advertising expenditures—those dealers, if there are any, 
are going to be mill-stones around the neck of Retail 
Business Readjustment! 


To Bates Dealers, present and prospective, we say this: 

Every Bates Shoe in the Spring line is an excellent value at its 
price. We have never before been able to put quite the quality 
of shoemaking into our product that it now has. 
Watch us grow in 1919! Watch us further educate American men 
to realize the good sense of buying Bates quality at Bates’ moderate 
prices! 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST EMONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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News in Sse Markets 


and Merchandising, 
ments in America’s Shoe Centers 


Lynn 


Lynn Styles for 1919 


Lynn manufacturers have new styles 
for 1919. 

Come to Boston, Messrs. Buyers, and 
see them. 

Not that words fail to describe them. 
But to see them is to enjoy them, and 
to get inspiration from them that can 
be had in no other way. New styles, 
made strictly according to the regula- 
tions, are many. 

They have that magic touch of 
novelty that makes them sell. 


Your Attention Solicited 


New pumps, of colonial patterns, and 
oxfords, too, are among the new 
samples. But most interesting of all 
are the new boots. 

Give close attention to the new 
patterns, Messrs. Buyers. They are 
the true essence of economy in cutting 
leather, as well as the medium of new 
and pleasing style. 

Other new features there are—in 
leathers, linings, heels and toes. But 
the patterns are the thing that will 
most interest you,, Messrs. Buyers, 
coming to Boston market in January. 


Strong for Regulations 


R. H. Mitchell, of Mitchell, Caunt 
Co., is strong for regulations of foot- 
wear. 

“More merchandise worth 100 cents 
on the dollar’ says he, “‘and less of the 
footwear that eventually sells for 25 
cents on the dollar.” 

New Mitchell-Caunt samples, shown 
in Boston market, are regulation styles, 
as interpreted in Lynn. 


Merger in Last Business 

United Last Company, of Boston 
has taken over the last making business 
of Thomas W. Gardiner & Sons, Lynn, 
and will continue it as usual. ‘‘Gardi- 
ner factory of United Last Co.”’ will 
be the title. Thomas W. Gardiner and 
Henry Wood will continue to manage 


the factory, and Frank Shirley to sell 
the lasts as usual. 

Thomas W. Gardiner started thirty 
years or so ago, to make lasts for shoes 
that would fit. He stuck to that pur- 
pose all the while. The business grew 
to be one of the largest in the country. 
This proves the truth of that familiar 
saying “Shoemaker, stick to your 
last,”” which Mr. Gardiner’ revises as 
‘“‘Last maker, stick to your fit.” 

A fine factory was built in Lynn and 
equipped especially for the making of 
lasts a few years ago. — 


Lynn Shoe School 


Buyers of shoes, interested in the 
mechanics of shoemaking, will soon 
see in Lynn something worth while, for 


- the Lynn shoe school will be open 


February 1. 

This school will teach the science of 
shoemaking. It will teach both the 
hand and the machine methods of 
making shoes. The shoe school will 
have an equipment of modern ma- 
chinery, built especially for the display 
of shoemaking. 

The school will also teach shoemaking 
to disabled soldiers of Massachusetts. 


New Officers 


P. J. Harney Shoe Co. recently 
elected the following officers:—James 
Lennox, president; H. P. Leighton, 
vice-president; W. A. Nottage, treas- 
urer, and M. J. Tobey, assistant 
treasurer and general manager. 

P. J. Harney, formerly president, 
retired from the company. He is now 
with H. & J. Shoe Co., Boston. 

Mr. Leighton, the new vice-president, 
is sales manager for the company. 


Led Grand March 


Mr. and Mrs. A. M. Creighton led 
the grand march at the Christmas party 
of employees of the Creighton factories 
in Lynn. 


61 


Hl, , VPUDADDD DRS DRERALAADDADDARDARDRASDADATADUAATAH = 


TTT 
UT 


Develop~ 





BNO MMM MN MMM 


Wears Leg Boots 


Hon. Robert Rantoul, ex-mayor of 
Salem, and active at four score and 
four, wears leg boots of calf leather. 


Hair Felt for Shoes 


Commonly, felts for shoes are made 
of wool. But the Densten Hair Co., of 
Peabody, now makes them of cattle 
hair. 

Skillful Designing 


Combining colors in low cut shoes is, 
exceedingly difficult. But one designer 
has succeeded in it. He has some 
beautiful low shoes showing combina- 
tions of colors in smooth and suede 
leathers. 


Some Adventures in Foreign Trade 


J. J. Grover’s Sons, Lynn, are having 
some unusual adventures in foreign 
trade. They started $30,000 worth of 
shoes to South Africa the other day. 
The forwarding charges on them so far 
are $3,000. And the transaction is not 
yet completed. 

The shoes were sent from Lynn to 
New York, via a steamship, to be 
transferred to a Japanese steamship 
sailing to South Africa. The coastwise 
steamer arrived in New York the day 
before the Japanese steamer sailed. 
The longshoremen went on a strike that 
day. They wouldn’t move the shoes 
from one steamer to the other. So the 
Japanese steamer sailed without them. 
The shoes were put in storage in New 
York, to await a vessel. A _ sailing 
schooner was the first offered, and the 
shoes were put on that. The freight 
bill was $600. The insurance bill was 
$2,000. The insurance companies put 
a war rate on them, though the armistice 
was signed days ago. Neptune per- 
mitting, and St. Crispin favoring, the 
shoes are now on their way to South 
Africa. 

Shoes to Australia 


Also, the firm recently started some 
shoes to Australia, sending them by 
parcel post, which means seem quicker 
and safer than the express or freight 
service. With the Government stamp 
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P. J. Harney Shoe Co. 


Factory, Lynn, Mass. 
Boston Office 
183 Essex Street 











Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 








The House of Service 


1312 Washington Av., St. Louis, Mo. 
Novelty Footwear 
IN STOCK 


In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 














1508 WASHINGTON AVE. 
St. Louis, Mo 


Novelties in Stock 
For At Once Shipment 
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Stock Turns 


wane Ca. RT waen 
Lane Brothers Co. ,cia202 ave. Boston 


'W.C. Cushman & Co. 


In Women’s Welts and McKays 
When in Town Call on Us at 


403 Albany Bid., Boston 


New York Office, Duane St., Room 32 
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SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
. merchants. 


The Easiest Selling House Shoes 
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on each package, the shoes will go 
through post haste. -There are forty- 
seven parcels in the lot, and, alto- 
gether, they weighed more than five 
hundred pounds. A while ago, the firm 
sent one hundred parcels of shoes to 
New Zealand by parcels post. 


* Some shoes were made by the firm 
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for a Norwegian firm a year ago. They 
have since been held in this country, 
for lack of shipping space. 

Shoes are now going to England, 
from the Grover factory. Boots, with 
vamp and top of patent leather, tan 
willow calf, and colored ooze leather, 
are being made for the English trade. 


Cincinnati 


W. S. McKenzie, president of the 
Helming-McKenzie Co., is getting ready 
to leave abqut January 15 with the 
party of shoe men who will visit Europe 
in the “Boot and Shoe Recorder’’ party. 
Mr. McKenzie is very much interested 
in conditions abroad and in the chances 
for export business, and he will be able 
on this trip to get ideas about what can 
be done in selling shoes on the other 
side. Mr. McKenzie is the only Cin- 
cinnati shoe manufacturer who will 
make the trip. 


Walter J. Feder Returns 


Walter J. Feder, who has been in 
Italy for a year as a member of the 
American Red Cross, has returned 
home. Mr. Feder had some exciting 
service, and was decorated three times 
for his brave conduct in his work. He 
was also given rank as a lieutenant in 
the Italian Army in recognition of his 
services. He will resume his work as 
vice-president of the Wise, Shaw & 
Feder Co., which he left to give his 
services to the Red Cross. 


Record Breaking Business 


Retail shoe merchants are feeling 
good over the fine holiday business they 
handled, after having grounds for fear- 
ing that things would not be especially 
lively. The restrictions laid down by 
the Board of Health were removed just 
in time to let people do their Christmas 
shopping, and the shoe dealers got their 
share of the business. Judging from 
the crowds that were seen in the stores 
last week, after the holiday as well as 
before Christmas, the amount of busi- 
ness done breaks all records. 


On to St. Louis 


A count of heads among the Cin- 
cinnati Retail Shoe Group shows that 
about twenty members, many of them 
with their wives, are planning to go 
to St. Louis for the great retail con- 
vention. All of the retail merchants 
who went to Chicago last January in- 
tend to go to St. Louis for this conven- 
tion, as they found out how interesting 


and valuable such conventions are. 
There is also more interest in what will 
be.done this year than usual, on account 
of the unsettled conditions which seem 
to be ahead for 1919, although there is 
no feeling that business will be anything 
but good. 


_ Sympathy of Trade 


Mrs. Van Meter, wife of the manager 
of the Gibson Boot Shop, is very ill, 
and has been for several weeks, and it is 
feared that she may not recover. Mr. 
Van Meter has been attending her 
devotedly, and has the sympathy of the 
many friends of both, as well as their 
earnest hopes for a favorable termina- 
tion of Mrs. Van Meter’s illness. 


Plenty of Money 


The John Shillito Co., the McAlpin 
Co., the Pogue Co., the Fair Co., 
Mabley & Carew and the Alms & 
Doepie, Co., all with big shoe depart- 
ments, say that their Christmas busi- 
ness in all departments was as good as 
they ever had. The business of these 
big stores is a good index to the way 
things went with all Cincinnati business 
houses, and shows that the public had 
plenty of money to spend this year. 


To Attend Chicago Convention 


Cincinnati shoe travelers, at a meet- — 
ing on December 27, voted for an 
uninstructed delegation to the Chicago 
Convention, so that the votes of the 
delegates may be cast according to 
developments there. There was a 
large attendance at the meeting on 
account of the interest in the conven- 
tion and the holiday season brought 
many members home. Chairman Chas. 
Auer, of the entertainment committee, 
announced that a dance and enter- 
tainment will be held on February 19. 
E. Peck, who was on one of the tickets 
for the election, as president, withdrew, 
and it was decided to nominate no one 
in his place, but to put S. Fechheimer, 
who heads the other ticket, at the head 
of both tickets, so that his election will 
be uncontested. 
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St Louis 


The Christmas and New Year holi- 
days brought into headquarters sales- 
men for the St. Louis houses whose 
homes are in or near St. Louis and the 
reports which these men give of condi- 
tions in their territories are indicative 
of an active business with the coming of 
Spring, while the houses themselves 
report very well satisfied with the situa- 
tion. The gray boot cancellation 
troubles are disappearing through the 
combined effect of a better feeling 
among retail merchants, now that they 
have recovered from their first un- 
reasoning scare, and the firm attitude 
taken by wholesalers against accepting 
cancellations peremptorily attempted 
by retailers. Such salesmen as have 
come in report that their quotas were 
easily disposed of and that their trade 
will be in good shape to absorb the new 
lines which will begin to go out early in 
the year. Factories are getting caught 
up with their orders and shipments and 
while there will be no shut-downs of 
plants save for necessary repairs, etc., 
they will go into the new season quickly 
and ready for the new business develop- 
ing. 


Holiday Business Remarkable 


Retail merchants report the holiday 
business the most remarkable ever had 
in the history of the trade. The volume 
of business exceeded all previous records 
This was due in part to the general 
prosperity and in part to the crowding 
of much business into a short space of 
time by the influenza ban operative for 
a considerable period preceding the 
Christmas buying period. Children 
were not permitted to enter the stores 
until the Saturday preceding Christmas 
and this was important in its bearing 
on the buying both before and after 
the ban was lifted. The buying was 
along liberal lines as to prices paid and 
there seemed no hesitancy as to goods. 
Only the better qualities were 
wanted. 


Harry Vinsonhaler Recovers 

Harry Vinsonhaler, of the Vinson- 
haler Shoe Co., who has been chairman 
of the manufacturers’ organization co- 
operating with the retail merchants in 
preparing for the N.S. R. A. convention, 
has been confined to his home for some 
days with the influenza, but recovered 
in time to get back into the work again 
during the past week. Mr. Vinsonhaler 
was active in getting the convention for 
St. Louis and has been unceasing in his 
efforts to make of the St. Louis conven- 
tion the best ever held. 


Government Orders 

The St. Louis shoe factories have 
received some cancellations of Govern- 
ment orders for army shoes, but the 
quantities have not been great and the 
cancellations will not be altogether un- 
welcome, as the capacity has been 
needed for domestic deliveries which 
have been handicapped heretofore -by 
the Government’s needs. The Brown 
Shoe Co. will shut down its temporary 
extra factory about a month earlier 
than would have otherwise been the 
case, but it is expected that the help 
utilized there can be taken care of in 
other plants which have not been 
operating up to capacity because of the 
labor shortage. 
A. G. White on Specialized Work 

P. M. Fahrendorf, who has had 
charge of the Advertising Department 
of the Brown Shoe Co. during the 
absence of A. G. White at officers’ 
training camp at Little Rock, Ark., has 
been put permanently in charge of the 
department, as previously indicated in 
these reports, thus releasing Mr. White 
for other work which will embrace the 
introduction of the Brown Company’s 
lines into the larger stores and cities 
of the country. A new and specialized 
field will be developed by Mr. White 
who will be provided with a special 
staff and, especially, salesmen who will 
devote their efforts to the new field. 


Philadelphia 


Right up to the day before Christmas, 
business continued very active in 
specialty lines, and the total volume of 
holiday trade was greatly in excess of 
all expectations in all lines of retail 
effort. With the close of the year a 
great many members of the trade have 
gone over their accounts and find in 


most instances that despite obstacles, 
difficulties and shortage of merchandise, 
which have at one time or another been 
important factors during the year past, 
the general showing is a decidedly good 
one. 

They are looking forward to business 
prosperity during the present year. 





63 


Where To Buy 





| Women’s Shoe 











In-Stock 
(e) Style 
of 
—— 
1400 ovelty 
hee =) * unas Shoes 
FOOTWEAR THAT APPEALS 


TO THE FEMININE FANCY 


We make a complete line of 
Women’s Medium and High- 
Grade Welts 


IDEAL VOGUE SHOE CO. 
HAVERHILL, MASS. 
Boston Office, 207 Essex St., Room 218 
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WOMEN'S sslell SHOES IN bene 


173 SUMMER STREET 
BOSTON, MASS. 











Childreris Shoes 








MONITOR SHOE CO. 
66-68 Reade St. 
New York, - - N. Y¥- 
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SOFT SOLES 
_ A Wenderful Line fer the Whole- 
saler All leather 3.25 up 


Canvas. ..2.75 
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NU, BARBY SHOE CO., East Lynn, Mass. | 


Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write tor Particulare 
HenryKleine& Ce. 


Chicage 
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Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 


~~KNIPE BROS.“ 


MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 
Specialty of Flexible Welts 
Factory WARD HILL, MASS. 


Men’s Welts 


UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 
Salesroom 
New York, N. Y. 
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With the modification of restrictions, 
which will tend to steady the market, 
and with a reasonable supply of mer- 
chandise to take care of the demand 
that comes with general prosperity, 
they are looking for a profitable period 
during the rest of the present season 
and in the Spring. 


In the Cloth Field 


That business is quiet in such lines 
as fabrics in shoe cloths is to be ex- 
pected around the holidays, W. A. 
Lippincott of the cloth house of that 
name said a few days ago. But within 
a month or so they anticipate the trade 
will settle down to a quite reasonable 
degree of activity. The prospect for 
white fabrics he felt to be very 
good, and their own particular specialty 
in these lines is meeting with an txcel- 
lent reception from the trade. Most of 
the members of the industry report, 
he said, that a strong white season is in 
prospect, but that the trade would be 
more likely to buy goods as needed 
than to anticipate their demands, which 
would mean a heavier sale later and less 
business at the present time. 


In the Wholesale Trade 


While immediate business in the 
wholesale trade, particularly that por- 
tion of it which specializes in women’s 
footwear, is quiet as would naturally be 
expected at this season of the year, the 
total volume of business as compared 
with the corresponding period of previ- 
ous years is quite as good, and perhaps 
a little bit better than usual. The 
warm and dry weather that has pre- 
vailed during the greater part of the 
present Winter has reduced the retail 
demand for rubbers, but none the less 
the wholesale houses are shipping rubber 
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goods to their customers as fast as they 
receive them, and the trade seems to be 
quite well satisfied to accept shipments. 

Spring orders are also now beginning 
to go out to the customers of the vari- 
ous houses, as a result of the advance 
selling, which called in most instances 
for January and February delivery. 
With easier shipping conditions pre- 
vailing, the wholesale houses have been 
in a position to get a larger amount of 
stock on hand, and as a result are in 
good shape to take care of the Spring 
shipments. 


Fancy Footwear for Spring 


Many of the houses are supplied with 
shoes made before the restrictions went 
into effect in fancy patterns and in 
other than the restricted colors. For 
these they are anticipating a good de- 
mand. 

Manufacturers’ Notes 


J. R. Newton & Co. report that both 
boots and oxfords are taking up the 
time of the factory department and that 
the plant is working to the limit of its 
capacity. They are still somewhat 
behind on orders, but situation is 
improving all the time. 

At the house of J. I. Meany & Co., 
which is the distributing point in this 
field for the Rice & Hutchins’ lines, the 
salesmen will start shortly after the 
beginning of the year with the Spring 
line. The demand for the Educator 
line is very strong and the stock is 
adequate to take care of it. 

M. Elkin & Co. find that the bulk of 
their business is on orders for the 
present season that have been some- 
what delayed in manufacture, but they 
are also taking up the production of 
Spring goods for which early delivery is 
requested. 


Chicago 


Merchants Report Good Trade 


Not only has the sale of holiday 
specialities exceeded the records of any 
past season, but the demand for staple 
footwear was unusually good. Snow in 
large volume came at a most opportune 
time, enabling the stores to sell a lot of 
cold weather merchandise that hitherto 
was stocked on the shelf on account 
unseasonable weather. 


Big Call for Suede and Satin 

All the stores are experiencing a 
strong demand for black suede and black 
satin boots, as well as oxfords and 
pumps. Mr. Mittleman, manager of 
I. Miller’s, said that he never witnessed 


a time when the public was so eager for 
fancy footwear as at present. 

Black kids are going rapidly, and 
combinations have taken a sudden spurt 
during the past week or two and have 
moved briskly. 


Chicago Shoe Retailers Hold 
Election 

At a special noon meeting on Thurs- 
day, December 26, at the Palmer 
House, the annual election of officers of 
the Chicago Shoe Retailers’ Association 
was held, with the following results: 
F. E. Foster was elected president; 
A. A. Martin, first vice-president; H. 
A. Rosenbach, second vice-president; 
Julius Goldberg, third vice-president; 
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Harry A. Meyer, secretary; I. B. 
Rosenbach, treasurer. Carl Salomon, 
who has been secretary for a number of 
years, and whose health necessitated his 
retirement, was elected an honorary 
member of the association for life, in 
appreciation of his good services and 
efficient work. 


Election of Officers 


At the annual meeting of the J. P. 
Smith Shoe Company, R. E. Smith was 
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elected president, succeeding J. P. 


Smith, recently deceased; C. A. Mc- . 


Lean, vice-president; Howard S. Smith, 
secretary and treasurer. The Board 
of Directors of last year were re- 
elected. 

The J. P. Smith Shoe Company have 
largely increased their sales the past 
year, and will endeavor to follow out 
the same lines that they have done for 
so many. years in the high character 
and value of their shoes. 


Milwaukee 


Retailers in Cheery Mood 


With one of the most prosperous 
years in their history behind them, Mil- 
waukee shoe dealers have set their 
minds to the task of making the New 
Year even bigger and better in all 
respects. While net profits during the 
war period may not have been so large 
as usual, the trade in general has been of 
large volume notwithstanding the loss 
in business which must be ascribed to 
the entrance of 25,000 or more men upon 
military duty. Now that the boys are 
coming home, the prospects for a re- 
vival of men’s shoe business are ex- 
ceptionally bright. Qut of the 25,000 
Milwaukee boys who went to the front, 
425 are known to have “gone west.” 
This is regarded as a small percentage, 
although it represents an enormous 
sacrifice. The men who have come back 
so far confirm the opinion expressed by 

.local dealers months ago that the return- 

ing soldier is going back to the shoe of 
style rather than demand an article 
based more or less upon the Munson 
last. His first purchase after getting 
back may be of‘a modified Army 
design, but so far most of the boys have 
been buying the same styles they wore 
when in civil life prior to the war. 


Welfare Work at Madison 


Two hundred. employees of the 
Badger State Shoe Co., Madison, Wis., 
gave a Christmas program at the plant 
under the direction of Prof. E. B. 
Gordon, of the University of Wisconsin, 
Madison, who is organizing a series of 
classes in music at industrial plants in 
co-operation with the Madison Associa- 
tion of Commerce. Patriotic and 
Christmas songs were given by several 
choruses. Prof. Gordon is working to 
form a large mass chorus early this year, 
using employees from the various 
factories and shops where he is now 
conducting classes. The Badger com-. 
pany has given the employees the free 
use of most of the fourth floor of its 
factory for community and welfare 


work. The employees already are well * 


organized and each has. adopted a 
French orphan. 


Edmonds Back from East 


William A, Edmonds, president of the 
Edmonds Shoe Co., 15 Burleigh Street, 
Milwaukee, has returned from a two 
weeks’ trip to the East. Mr. Edmonds 
left on December 14 and spent a fort- 
night in the markets. He returned with 
encouraging reports on the condition of 
business and some fine orders. 


Delegates to St. Louis 


The Wisconsin Shoe Retailers’ Asso- 
ciation will be represented at the 
National Shoe Retailers’ Convention 
in St. Louis by R. E. Sager, second 
vice-president, of Green Bay, and 
William H. Kenney, 
treasurer, of Milwaukee. Messrs. Sager 
and Kenney were the delegates to the 
1918 convention, which was the first at 
which the Wisconsin association was 
officially represented, it having been 
organized in August, 1917. The Mil- 
waukee Retail Shoe Dealers’ Associa- 
tion is represented by A. B. Caspari, 
president, and Otto A. Hensel, first 
vice-president. In addition, more than 
forty dealers from all parts of Wisconsin 
will attend, Milwaukee contributing at 
least twenty-five. 


Vogel Represents Tanners 


Carl Vogel, of the Pfister & Vogel 
Leather Co., has been named as one of 
ten delegates to represent the Mil- 
waukee Association of Commerce at the 
first Mississippi Foreign Trade Con- 
vention, to be held January 13 and 14 
at New Orleans, La. Like the shoe and 
leather manufacturers, other leading 
industries of the city are engaged in a 
campaign to extend their foreign busi- 
ness now that the war is over and world 
markets again are wide open to all 
comers, as it were. The other nine 
delegates each represent a leading line 
of industry. 
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New Julia Marlowe Store 


Leopold L. Imig, for twenty-five 
years on the road for the Julia Marlowe 
line, has opened an exclusive ladies’ 
shoe store at Sheboygan, Wis., his home 
city. He will feature the Julia Marlowe 
shoe. The new store is located at 725 
New York Avenue and is fitted up in 
handsome style. Before going on the 
road, Mr. Imig had considerable exper- 
ence in the retail line at Milwaukee and 
Sheboygan. 


Trostels Make Fine Gift 


The publication in The Wisconsin- 
News of Milwaukee of the following 
tribute to Albert and Gustav Trostel, 


‘of the Albert Trostel & Sons Co., 


Phoenix and Star tanneries, brings to 
light another fine contribution which 
the brothers have made in behalf of the 
distressed people of Milwaukee: 

“Character as well as.sentiment ia 
manifest in the benevolence of the 
Trostel brothers in donating to the 
Milwaukee Society for the Care of the 
Sick indefinite use of the old family 
home on Jackson Street. It evidently 
is more pleasing to them to have the 
home of childhood and youth play a 
noble part in charity than to have it 
experience the vicissitudes of transient 
tenancy. 

“The younger brother, Gustav J. A. 
Trostel, is a business man of kindly 
disposition whose capacity is more than 
equal to the demands of the great busi- 
ness that he was trained to receive in 
part as an inheritance. He is so com- 
pletely the master of its details that 
he retains mastery of himself so far 
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as concerns participation in other finan- 
cial or commercial undertakings or the 
diversions of social life; and his activi- 
ties are therefore numerous. 

“Albert O. Trostel, the elder brother, 
is a man concerning whom everything 
that has been here said about his 
brother can be repeated with truth. 
He is intellectually abreast with the 
times, and seems bent upon advancing 
the products of the tanner to the higher 
domains of garmenture. So it seems, 
at least, to a layman who has noted his. 
keen delight in samples of his own art 
that are marvelous revelations in them- 
selves, and apparently also the fore- 
runners of still finer achievements. 

Scientific interest such as that dis- 
played by the Trostel brothers tran- 
scends mere money-making, which is 
easy—for some people.” 


Everwear Takes Petley Plant 
The Everwear Rubber Co., Mil- 

waukee, organized several months ago 
with an authorized capital stock of 
$200,000 to manufacture patented inner 
tires and a general line of mechanical 
rubber goods, has taken over the plant 
and equipment of the Petley Rubber 
Mfg. Co., 241-247 Oregon Street, 
which has been in business about two 
years and became a large producer of 
rubber heels, soles and like goods. The 
Everwear Company will continue to 
make the Petley line, although its main 
product will be a semi-pneumatic tube 
for tires, made of rubber and fabric 
and claimed to be virtually puncture 
and blowout proof. George W. Kliegel 
is secretary and treasurer of the- 
company. 


Brockton 


SHOE SHIPMENTS FOR 1918 


Figures Show a Large Increase in 
Production 


From the Enterprise, which yearly. 


compiles and publishes the figures con- 
cerning shipments of shoes from this 
city is taken the following statistics 
regarding the output of Brockton plants 
for the past twelve months. For the 
year 1918 there were shipped from 
Brockton factories a total of 679,023 
cases. This is equivalent to 16,975,575 
pairs of shoes with a total wholesale 
value of $95,063,320. This shows a 
substantial increase over the output of 
1917 which was 621,900 cases. Of 
shoes for the Army and Navy 4,848,862 
pairs were made in Brockton, having a 
total value. of $29,093,172, the largest 
shipments and values in Government 
shoes ever produced in this city. 


Firms Making Army Footwear 


Brockton shoe manufacturing concerns 
to the number of eleven had Army and 
Navy shoe contracts during 1918, and 
some of these Navy shoe contracts will 
not be finished till well into 1919. The 
wholesale price of Army and Navy 
shoes has ranged from $4.85 to $7.15 a 
pair. 

Women’s Shoes a Feature 

More women’s welts were produced 
in local factories the past year than ever 
before in a similar period. Starting in 
a small way, as a means of increasing 
sales of civilian footwear when the pro- 
duction of men’s shoes was largely of 
the Army variety, these women’s welts 
have steadily grown in favor. With few 
exceptions all Brockton shoe manu- 
facturing concerns are now producing 
women’s welt footwear. Some are earry- 
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ing them in stock and all will make 
them an important part of their output 
and sale during 1919. 


Shoes By Parcel Post 

A remarkable increase in the ship- 
ments of shoes by mail has been made 
in Brockton during the past year. 
According to the Enterprise figures, 
shipments by parcel post for 1918 were 
628,218 pairs as compared with 275,000 
pairs shipped in the same way in 1917. 
Parcel post shipments have also been 
in larger packages the past year, there 
being 15 pairs shipped in many cases 
where in the past from two to a half 
dozen pairs or thereabouts constituted 
the bulk of shipments by parcel post. 


TO INCREASE OUTPUT 
Leases Additional Factory Space 


The Diamond Shoe Co., one of Brock- 
ton’s manufacturers of men’s and 
women’s welt footwear, has outgrown 
its present plant in the Montello district 
of the ci.y. As a means of increasing 
its output to meet the growing demands 
of the trade, the company has leased 
three floors of the former George G. 
Snow factory in the center of the city. 
This building recently changed hands— 
Charles A. Eaton Company of this city 
being the purchaser. The Diamond 
Company leases from the Eaton con- 
cern. Within a month’s time General 
Managre Rubin of the Diamond Com- 
pany expects to be producing 200 dozen 
pairs of shoes daily in the new factory 
quarters. 


Concern Has Shown Steady Growth 

The Diamond Shoe Co., which began 
business in Brockton about six years 
ago, has since that time made a steady 
and substantial growth. Beginning 
with about 35 dozen pairs daily at the 
Montello factory, several additions have 
been built to that plant which is now 
turning out daily 4000 pairs of men’s and 
women’s welts. With the addition of 


the new plant’s output of 2400 pairs — 





BOOT AND SHOE RECORDER | 


the concern will be among the largest 
producers of men’s and women’s welts 
in Massachusetts. 


SALESMAN NOW A 
MANUFACTURER 


Well-Known Traveling Man Enters 
Business 


Following a connection of 19 years 
with Churchill & Alden Co., during 
which time he has covered extensive 
territory for that concern, J. Ralph 
Baker is to manufacture shoes under 
his own name. The concern will be 
known as the J. Ralph Baker Shoe Co., 
incorporated under Massachusetts laws 
for $50,000. The factory will be located 
in the neighboring town of Bridgewater. 
Bernard T. Boylan of this city, for 20 
years with Stacy-Adams Co. and more 
recently of Detroit, Mich., is president. 
J. Ralph Baker is treasurer and sales- 
manager. Judge H. C. Thorndike is 
secretary. The new concern has leased 
the factory in Bridgewater, formerly 
occupied by the May Shoe Co. A 
specialty line of men’s fine welts will be 
produced with a daily factory capacity 
of 100 dozen pairs. Messrs. Baker and 
Boylan are thoroughly equipped in 
their respective lines for the work which 
they are undertaking. Mr. Baker will 
look after the selling, while Mr. Boylan 


. will have supervision of manufacturing. 


INCREASE] FOR SHOE CUTTERS 


Awarded by State Board of .. ; 
Arbitration 


As a result of a decision by the, Massa- 
chusetts State Board of Arbitration, 
outside cutters in Brockton factories will 
receive $35 a week, and cloth lining 
cutters $30 a week. Heretofore the 
wages have been at the rate of $32.50 
and $28 respectively. The new schedule 
dates from December 27. This increase 
affects practically all the factories in the 
city and undoubtedly will become 
standard for cutters in the Brockton 
district. 


Haverhill 


THE OLD SHOE SHOP. 
A Passing Feature of the Industry 


In a recent issue of the “Gazette” of 
this city an article appeared, written by 
H. F. Blake, in which was shown a pic- 
ture of a shoe shop of fifty years ago. 
This “12 footer,” one-story building, 
was once a common sight in the country 
around Haverhill, being used by old- 
time shoemakers for the production of 
footwear. So scarce, however, have 
these shops become that Mr. Blake had 


much difficulty:in finding one of them 
for the purpose of illustration. 


Changes in Fifty Years 

Referring to the disappearance of 
these old-time shoe shops from the vicin- 
ity of Haverhill, Mr. Blake says: “I 
thought it might interest some of my 
readers, the younger ones at least, if a 
picture of one of these shops was shown 
in the ‘Gazette.’ I wrote to a friend 
to have one taken. From the two score 
or more that I saw in my mind’s eye I 
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Ask for samples 
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Where to Buy 


MEN’S SHOES 
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suggested any one of a few dozen shops. 
I little realized, however, what changes 
have occurred since the making of shoes 
by hand in country shoe shops was at its 
height. My friend stated that while at 
one time there were over forty of these 
shops near Haverhill, but two were now 


- standing. One of these had been re- 


cently made into a hen pen. The other 
was available for photographing. This 
remains exactly as it was when occupied. 
In the old days it was known as the Aus- 
tinshop. Thus passes away forever the 
old-time shoe shop, an institution iden- 
tified with the growth of the shoe indus- 
try in Haverhill and other shoe cities of 
Massachusetts.” 


WILL INSURE THEIR 
EMPLOYEES 

Concern Puts Plan into Operation 

The second Haverhill shoe manufac- 
turing house to insure its employees on 
the group policy plan is Witherell & 
Dobbins Co., which, as a New Year’s 
gift, presented its employees with life 
insurance policies ranging from $500 to 
$1000, according to terms of service. 
This ‘policy protects families of the em- 
ployees and insures loyalty on the part 
of the workers. It is along modern 
lines of co-operation between employer 
and employee, and will undoubtedly be 
taken up by other Haverhill shoe manu- 
facturing concerns in the near future. 


NEW COUNTER CONCERN 
Corporation Will Produce Goods in 
this City 
The Globe Counter Company has 
been incorporated with a capital of 
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$15,000 to manufacture counters, shanks 
and other shoe trimmings in this city. 


Louis M. Leavitt is treasurer and 
Joseph F. Cowan clerk of the cor- 
poration. 


HAVERHILL MAN IN AMESBURY 
CONCERN 


New Corporation for Manufactur- 
ing Shoes 

The E. M. Swett Shoe Co. is the title 
of a new concern formed to manufacture 
women’s shoes and slippers, with a capi- 
talization of $25,000. The factory will 
be located in the neighboring city of 
Amesbury. Everett M. Swett is presi- 


. dent, and C. P. Williams of Amesbury, 


Fannie H. Swett, with the 
completes the board of 


treasurer. 
foregoing, 
directors. 


EMPLOYMENT 


Manufacturers’ Association Will 
Co-operate 


George W. Dobbins, president of the 
Haverhill Shoe Manufacturers’ Associa- 
tion, referring to the return of many 
Haverhill soldiers and their desire to 
obtain employment in local shoe fac- 
tories, says that the manufacturers’ as- 
sociation will co-operate along this line. 


- It is the desire of Mr. Dobbins, in fact 


of all the members of the association, to 
see that the men who left factory em- 


: ployment to enter the service of their 


country, should be returned to their 
positions; that places should be found, 
in fact, for all returning soldiers who 
were previously engaged in shoe factory 
work. 


Rochester 


It has been the custom of the Roches- 
ter merchants for several years past, to 
advertise their wares extensively imme- 
diately after Christmas; and conse- 
quently records have shown an excellent 
business during the week between Christ- 
mas and New Year’s. This year, their 
efforts have brought exceptionally good 
results, owing to the fact that so much 
cash was given as gifts and people are 
using this money with which to buy 
shoes and other practical articles. The 
shoe dealers, however, do not report 
any one particular style that seems to be 
in demand. 


Black Satin and Suedes 

While one leading Main Street 
dealer does not believe that the Roches- 
ter ladies will take to black satin and 
suede boots that are the rage in New 
York City at present, another is show- 
ing some wonderful styles in them. 





Just now, for practical reasons, as the 
fabric shoes are inclined to wrinkle at 
the tops, the slippers and oxfords are 
being called for; but there is a gradual 
trend toward the high boots of satin, 
suede and buckskin. Several stores 
that are quick to follow the New York 
styles are alert to the fact and are put- 
ting in stock of same, although very 
cautiously. 

The local manufacturers claim that 
they are dangerous things to make, for 
just as soon as the sale of them slows up 
a bit, the retailer will return the balance 
of stock and they are a dead loss. It 
might safely be said that not a single 
pair of these shoes is being made in 
Rochester. 


Evening Slippers and Buckles 


This, too, is the season for parties, 
and all sorts of victory celebrations, 
(Continued on page 81) 
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It is a pleasure to do business in a store of this 
kind. 





Not only for the customer but for the employees 
and the owners. 
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Mr. Shoe Dealer, don’t “kid” yourself—don’t 
say the old furniture is good enough. You are 
inviting competition. Why not get a strong 
hold on the people of your town before it is too 
late. 
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our furniture. Why? Think it over. 
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THE NEW STYLES FOR’: 1919 


‘Back from-the War’’ and War-time Restrictions, Dolgeville 
Felt Slippers now have a buying appeal that has never before 
been equalled. 


The startling color combinations, the designs all new and 
attractive, make the new line one that is unusually profitable 
for the merchant to handle. 


MR. H. I. PATRIE 


will show the new ‘Dolgeville’ styles at the Hotel Essex, 
Boston, during January. Don't fail to see them. . 


DOLGEVILLE FELT: SHOE: (0. 


VDOLGEVILES: bi. ¥. 
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ES Bh Felt < Slippers Make the Home sles Happy” Ee 


The New Blum Line of Felt Footwear for 1919, 
better than ever before, will be on display 
at the Hotel Essex, Boston, during the month . 
of January— 


MR. J. A. SCHWINGEL 


extends a cordial invitation to visiting buyers 
to call and see the latest creations in Felt 
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Footwear. 
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factories at 


Dansville, Mew York, 


BLUM SHOE MANUFACTURING COMPANY 
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THE KESCOT DISPLAY STAND—Actual Size 16 in. wide, 1714 in. high 





AN ORIGINAL AND ATTRACTIVE: METHOD 
OF DISPLAYING AND SELLING THIS MOST . 
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Profitable Line of Merchandise 


Sample Ornaments are mounted 
on Purple Velvet Pad with Hand- 
some Green Gold Background. 
Outfit consists of excellent assort- 
ment of up-to-date Shoe Orna- 
ments finished in popular colors. 


! | | All packed in individual boxes. 
Write for Complete Description 


\ 


\ 
\\ \ 
| \ \ | 


, KESCOT MANUFACTURING CO. 


86 Page Street, Providence, R. I. 
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TheOPPORTUNE MOMENT 


The beginning of the year is the accepted time at which to start in 


new—to build for a better future. 
The far-seeing shoe merchant can begin no better than by featuring 


M-C McKays. 
The popular price at which these good shoes for women can be sold 


means many new customers. 

The exceptional grace of design, honest Lynn workmanship—excellent 
material—all guarantee continual purchases. 

Get the snappy M-C McKay line before your women customers— 
they'll do the rest. 

VISITING BUYERS—See the M-C Line at our Boston Office, 
72 Lincoln St., right in the heart of the shoe district—but a few steps 


from the South Station Terminal. 


MITQHELL-CAUNT CO. 


LYNN, MASS. 
BOSTON OFFICE, 72 LINCOLN STREET 
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SSVAAAHAMA ATALANTA ATA 


THE NEW YEAR 
Brings Optimistic Expectations 

Tanners breathed a sigh of relief 
when their factories closed down the 
last day of the eventful year 1918, for no 
year in the history of the trade has so 
trying a record. Army shoe demands, 
Government restrictions, price fixing, 
difficulties of transportation, complete 
discontinuance of exports and difficul- 
ties placed in the way of importing hides 
and tanning materials were all factors 
to discourage the leather producers. 
But with the opening of the year, and 
the readjustment of the business of the 
country, the members of the trade are 
looking optimistically forward, and con- 
ditions seem to justify such an outlook. 


A Quiet Week, but Something 
Doing 

Considering the fact that this is 
New Years’ week, with the holiday on a 
leather-buying day, the week’s business 
shows up most -encouragingly. Do- 
mestic business ‘is but moderate, but 
there seems to be a good call for export, 
embracing many kinds and qualities, 
and this foreign demand has but just 
started; it will grow in volume and in 
force, as the facility for securing export 
licenses increases. Stocks of leather 
are greatly reduced in every European 
country, ally, pro-ally and anti-ally. 
The whole of Europe must be shod, and 
much American ‘leather is needed. 
As American leather is also needed for 
Americans, there is going to be no 
superfluity of this needed material in 
the near future, and therefore there is 
little likelihood of prices declining to 
any great extent. Manufacturers of 
shoes have not been so numerous in the 
market during the past two weeks but 
with buyers for export in the market 


=! mmm PT 
(& 


Weekly 





every day but the holiday, South 
Street is far’ from lonely, and its 
denizens far from melancholy. 


SOLE LEATHER 


More Export Than Domestic 
~ Trading 


There is a fair inquiry for sole leather, 
a large part of which is for foreign ac- 
count. 
except in low grade heavy leather. 
Some overweight bends are reported 
sold to a foreign buyer at 72c. Union 
sole is in better demand in cow than in 
steer weights, the former selling from 
68 to 70c; the latter bringing 70 to 73c. 
Oak sole also sells better in light weights 
than in heavy. Civilian shoe manu- 
facturers are working on Summer shoes, 
and consequently the lighter weight 
best, qualities are in more demand than 
heavies. Bends are selling for export 
on a basis of 80c for light. A sizable 
shipment of bends is reported to Japan 
last week. Backs bring 68 to 70c. 
Belting butts in but small demand this 
week, with prices somewhat easier, and 
quotations 94c for No. 1 and 92c for 
No. 2. It is expected that a heavier 
demand will come as soon as the year 
is fairly opened. 

A considerable amount of business 
has been done.in offal the past week or 
two. The sales of hemlock bellies last 
week cleared accumulations, and the 
market is 2 to 3c higher, and firm. 
Union tanned steer bellies are now 
quoted at 18c. and cow bellies 16 to 
17c. Oak bellies are now considerably 
lower than the top price this Fall, and 
considerable quantities have been pur- 
chased for export, quotations ranging 
around 22 to 25c. Oak heads in good 
demand, and prices strong at 19 to 20c. 
Heads of other tannages in small de- 
mand. Double rough oak shoulders 
not moving to any extent; union 
shoulders from packer leather 44 to 
47c; hemlock shoulders 28c. 


UPPER LEATHER 
Holiday Quiet in Trading 


There is some small business doing 
in fine upper leathers for immediate or 


2229) oA 


Review of Leather 
Supplies and Prices 


HMAUATOOANTAAAVOGAQUOOAVODAAUONANUUUGCOGEOUUUCOAGAAUAUIUUCCUUCAACAOGAOGSUALCCONUNNONOLAQIAEVILUGQCUUUOIQVALOLAHOOAIMCANIOIAT. 


Hemlock sole is well sold up, . 


BULIII 


early cutting in shoe factories, and a 
fair call for export in several grades, 
but on the whole, the market .is passing 
through the holiday quietness, with 
tanners looking forward to more busi- 
ness after the turn of the year. Good 
grade calf, both black and colored, is 
having some call, and a fairly good 
demand is reported for lower anges 
leather. 

Chrome side leather. has sold 
until stocks of both black and colored 
are very low, and the demand holds 
prices firm. Not much business doing 
in sides of bark and combination tan- 
nages. Black kangaroo leather is 
having some sales, the best qualities 
selling at 75c for black and 85c for 
colors. 

Patent leather is going better 
for export than for domestic cutting. 
Glazed kid is sold ahead, and more 
orders are available, but tanners are 
unwilling to accept them, except con- 
ditional on late delivery. 


HIDES 
Little Doing Except in Extremes 


The call for hides in the Boston 
market is less marked than a week ago, 
but there is the same neglect of all 
except extremes, these selling well at 
full prices, while buffs are a drug in 
the market. Quotations are nominal 
in New England and in southern hides, 
better business is expected after the 
first of the week. 

Chicago packer hide: market quiet, 
with the predominating demand for 
light hides. No sales of importance are 
reported in native steers or Texas steers. 
Some fair sales are noted of native 
cows, both light and heavy, at maximum 
prices. In country hides, only extremes 
are moving. 

The Chicago calfskin market is quiet 
with packer and city skins quoted at 
40c. New York calfskins continue to 
be quoted at $3.60, $4.50 and $5.40. 
Foreign dry hides in small supply and 
prices held well, with little business. 
Wet salted in similar light supply and 
demand. 
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BUYERS WILL FIND OUR | 
m= MR.NAT WEISS 


WITH DEPENDABLE McKAYS 
CORRECTLY PRICED 
AT OUR BOSTON OFFICE 


21 ESSEX STREET 


A Line that Assures Results 



























The snapYand values of These Shoes will appeal to 
you—we know it—if once you look this line over 





WEISS-O’CONNOR SHOE CO., SALEM, MASS. 


MANUFACTURERS OF WOMEN’S McKAYS 








<= 


QUALITY IS APPARENT IN EVERY DETAIL OF 








— x 


KEITH’S KONQUEROR SHOES 


The urgent need of the world is for 
shoes, good shoes. Men and 
women of America are scanning the 
shoe store windows for. ideas—sug- 
gestions—helps to a decision as to 
what will fill requirements best. 
There’s no hesitation when their 
eyes see the styles we can show 
you. - ; 


























See these models 
when in Boston 










**NATURE” 
A Man’s Tan Calf Oxford 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 



















“BA YNE”’ 
Woman’s Gun Metal 
Calf Bal 
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WORK SHOES. - 


UNION - MADE 


BOYS’ SHOES IN STOCK 


(THIS MEANS SHOES IN OUR WARE- 
HOUSE READY FOR SHIPMENT) 


You can recommend these 
shoes to Fathers and Mothers 
who ask for “A strong, service- 
able boys’ shoe that will last 
him for awhile” and feel con- ~ 
fident that your.customer will 
be satisfied, remember the 
name, and come,back for an- 
Boys’ Brown Full Grain Blu. _ ther pair. _ Shoes which will 
cher, unlined, two soles, nail produce this result will cause 
fastened. (Can also be fur- a healthy growth in your busi- 
nished in black. Our number ness, and are the only ones No. 442 en 


= which you can afford to (Boys’ i - Cuts), Brown 
handle. Full Grain Blucher, two soles, 


nail fastened, two buckles. 


These shoes are constructed to withstand rough 
- usage yet appearance has not been overlooked; 

they are well finished and compare favorably 

with the majority of boys’ semi-dress shoes. 


Every shoe carries the Union label, a big asset 
in marketing a shoe of this grade. 
No. 1030 
Boys’ Brown Elk Blucher, Send for Stock sheet and Price list. All stock 


> Bon sole, Goodyear = goods are listed and current prices quoted. 


ARTHUR A. WILLIAMS 
SHOE COMPANY 


MANUFACTURERS 


Holliston Mass., U. S. A. 


WE ASK THAT NEW ACCOUNTS 
PLEASE FURNISH REFERENCES 
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ROOM 404 
207 ESSEX STREET, BOSTON 


Headquarters for Footwear Specialties 





Notice this special Spat for women’s wear, suitable 
for all outdoor <a. 

Complete line of samples, Felt Slippers, Machine 
Knit Slippers, Hand Crocheted Slippers, Bathing 
Suits and other Specialties can be seen at above 
address. 

We — to have our office open practically 
all of the time during January, and either Mr. 
Kenney, Mr. Armstrong or Mr. Champlin will be 
very & ad t. extend to buyers in Boston any atten- 
tion possible. 

Be sure and see our line before placing orders for 
1919. 


The Wiley- Bickford -Sweet Co. 


Factories at 
Worcester, Mass. 


Hartford, Conn. 





POO 





TT 










TOM 


Turn Oxfords 
EARLY DELIVERY 


457 Black Satin Oxfords, Gaby . 
257 Black Ooze Oxford, Gaby . 

857 Colt Oxford, Gaby e ‘ 
657 Black Russia Oxford, Coby é 


Upham Bros. Shoe Co. 
STOUGHTON, 


MTOM 


JU TT 











ETT 


HUAN 








SAG 
s 


ee 24 


PALL 












ELLING one complete line of 

Quality Shoes that enables 
you to meet every requirement 
is better business than buying from 
many different manufacturers. 
The wide variety in the Honor- 
bilt Line permits you to carry a larger 
and more complete stock for less 
money than you could if you pur- 
chased from several different sources 


F. Mayer Boot & Shoe Co. 
Milwaukee, Wis. 
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100 YEARS OF GOOD SHOEMAKING 





“They are Coming Back” 


Men’s and Boys’ 
Turn Pumps and Oxfords 
Now Jn-Stock 


No. 300 PATENT OXFORDS * 

** 303 GUN METAL OXFORDS 
‘¢ 314 GUN METAL PUMPS 

‘* 315 PATENT PUMPS 


MEN’S 6-11 B-C-D . . $3.25 
BOYS’ 1-5% B-C-D .. 2.85 
YOUTHS’ 11-2 C-D. . 2.50 





OUR COMPLETE SPRING LINE of Women’s, Misses’ and Children’s Low-Cuts— 
Welts and Turns—is now ready for your inspection at Our Boston Office, 
110 Summer Street.—HARRY H. RIPLEY. 


L. B. Evans’ Son Co., WAKEFIELD, MASS. 
BOSTON OFFICE, 110 SUMMER STREET 














are SIZ YZ7 WYN ZS 7 Vsslt Ia Wa ym WY my NY Wo Sy Sw 


eS 


Of Vital Interest to 


AS) 


There’s a Difference 


a 


RETAIL SHOE DEALERS 


Here are the FIFTEEN distinct business- 
building FEATURES contained each 
month in the 
MERCHANTS 
SHOE 
SERVICE 


Human Interest Illustrations 


Complete Layouts for Your Ads 
Business-B: Suggestions 


Given EXCLUSIVEL Y to one live dealer 
in each town 


For Full information pin this to your letterhead 
or write to 


MERCHANTS SERVICE 
233 West 39th St. - 


77 WY 77 WSO SW ee wW7 


IK 
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in Sheepskins —— 


“Monogram ” sheepskins are 
specially tanned. and will be 
found most satisfactory for all 


shoemaking uses. yale * 
Black or Colors 


BAKER & KIMBALL, INC. 


_ 38 South Street 


° - MASS. 


We Have Facilities for 
ROGh Serving Export ade 


) as, 


¥ at Dra 
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“CONSTANT COMFORT” 
SHOES 


“AS USUAL’’ 


JAMES T. CARROLL 
W. K. HARTZELL 
ALFRED MINSHALL ; 


Will show the complete line of “‘Constant Comfort” Shoes 
at the 
United States Hotel, Boston 
January 6th to 15th — 


AULT-WILLIAMSON SHOE CO. 


AUBURN, MAINE 















































WHITE FELT TONGUE 
PADS, DOUBLE THICK- 
NESS 


They Help Make Sales 


Shoe Laces, Polishes, Leather 

Insoles, Cork Insoles, Lamb 

Wool Soles, Ladies’ 10 But- 
ton Spats. 


The Lincoln Company 


General Shoe Store Supplies 
1508 Washington Ave. St. Louis 





The quality shoe laces for every 
requirement. At all jobbers. Always 
specify ‘‘Nufashond.” Samples upon request. 
The Narrow Fabric Co., 
Reading, Pa. 





Fasric Tip 












Standard 
fine felt 


Trade Marks in Foreign 
J ootwear 


Countries 


a Do you Realize the Importance of Protecting your Forvign 
= Trade in Cuba, Mexico, the South American Countries and also 
in Europe, Asia and Africa? 
Certain Foreign Countries award exclusive trade-mark ,rights 
on a mp le S in m a a i mark vm 4 —, oan of 
, prior use by another. This iracy valuable trade- 
é' su mitted upon marks in such countries. 
reque st. Ask Mg i maintains a Rtg ml and Trade- 
artmen equi) to promp n 
for Catalog. plications for Registration of Trade-marks in all Foreign Coun- 


fandard Felt Company 


Wert Alhambra nia 
am Cole 8 ab lor- Fore) we be ‘rancisco 
UO 
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ROCHESTER EXPORT OPPORTUNITIES MISCELLANEOUS 
(Concluded from page 68) 


which brings forth a goodly sale of eve- ¢ ANNON BROTHERS Metal Shoe Fitting Stools 


ning slippers, buckles and fancy hosiery. 

The gold and silver cloth and plain And Floor 
black patent leather- pumps, are the 110 MIDDLE ABBEY STREET Mirrors 
most popular. The carriage boot, DUBLIN, IRELAND 
which is a_seasonable article, and 
which has rested peacefully on the Resident Buyers, and Manufacturers’ 
shelves since the beginning of the war, ee the egy 2 nd goody pre- 
° ° ° pa o negotiate wit nit tates 
is finding its place on the sales book. iene Widnes See Guns: tn deine 
The dull kid or black satin with fur trades), with a tiew to acting as agents 
trimming, satin quilted lining, and rub- on Commission for such firms, or being 


ber soles, are most attractive. appointed Sole Buying Agents in the 
United Kingdom. Big Business Guaran- 


Cheerful Days for Last Makers teed. 


These are cheerful days for the last 
manufacturers. George W. Miller has MISCELLANEOUS Write fer The Chicago 


sent samples to several New York con- Catalog and “ ‘ 
cerns to be used in connection with for- pe fi Prices Wire Chair Co. 
Milbradt Rolling 


eign trade. He also has submitted bids 621 N. LA SALLE STREET 
for the Belgian shoe as requested by the Step Ladders ij ' 
Government, but since their aim is for a CHICAGO, ILLINOIS 
shoe that costs about 80 cents per pair, 
he is not looking forward to any orders. 




















No. 141 


























WANTED TO PURCHASE 


STORE LADDERS 


-— > 
~- —— 





ue 
‘at \ UM 


Write for our latest ca 


p cape de | SS. store 
fixtures. 

Milbradt 
Manufacturing Co. 
2410 N 10th St, 

St. Lewis, Me. 


We Buy for Cash | Bicycle 


ensinepeee. et 
ee STEP 


NO QUANTITY TOO LARGE LADDERS 


We also purchase entire stocks 

from retailers or manufactur- d 

-. aay 4 oo pete of are made 

what you have for sale. i 

Short Term Leases Taken in many 

We pay Highest Cash Value styles and 
to fit all 


VAN PRAAG & CO. 


= 
= 

Shoe Dept., Martin Posner, Manager ® kinds of 
a } 























537 Broadway, New York, N. Y. 


Telephone 2248-2249 Spring N. ATION AL 


MC tt | a sae ta SHOE 
; a PLATES 

















We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
a other merchandise. oe Company 

“Quantity no object. 67 Randolph St. 
‘or 80 years our specialty. — : Chicago mM. 





Bank and mercantile reference. : - 
BROOKLYN PURCHASING SYNDICATE W d O 3 sizes for all Shoes 
FRANK WALKER, Proprietor anted at Once : 
j 610 Broadway, Brooklyn 


"Phone, 2328 Williamsburg for Department Store Made from drawn 
steel. Free sam- 


for Cash ples on request. 


’ i ’ Sur- Mr. Retailer: Tell 
Manufacturers’, Retailers’, or Sur somunahaaie iat 


MISCELLANEOUS plus Stocks of put these heel 


plates on your cus- 
Shoe Store Chairs, Settees, = S H O E S econ A one gy 
Fitting Stools, Screens, etc. glee ff No Quantity Too Large. Short supply you, 
Wood Window Display Fixtures a4 Lessee Taten WRITE US 
. if edi deliv- 
Cunt : | GLOBE MDSE. CO. a ae 
Rittned aN Indianapolis, Ind. NATIONAL SHOE 
re 23 Lis oond Ot Mow ak Ci po he AE 
penard St.. New ity 1248 West Third St. 
1141 W. 4th Sto Cineionatt, Ohio, U.S. A. Merchandise of All Kinds Purchased Cleveland, 0. 
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Classified and Opportunities Department 


OSITIONS WANTED: Three cents per word for each insertion 
Minimum amount accepted, sixty cents. For other “Want” ad- 
vertisements, five cents per w 

amount accepted, One Dollar. Ads. under this headi 

up to five o'clock Tuesday P.M. When advertisers 

come in care of this office, twelve words must be allowed in each adver- 
tisement for address. When ad i i i 


“Recorder” rates for space less than one- 
eighth page per issue: 


1 time 7 times 13 times 26 times 52 times 


$3.00 $2.75 $2.50 $2.00 
8.00 6.00 5.25 4.75 4.00 

é 7.75 7.00 6.00 
15.00 10.00 9.00 8.00 


9.00 
12.00 

Payment in advance is required, except when regular advertisers, as amounts 

are too small to open accounts 





. Answers to ads. must be sent 














SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 





ALESMEN WANTED—To c “Federal 

Shoes for Boys” in several Middle Western 
territories. Unusual line, in stock; commission 
only. Address in confidence oe details of 
experience, Federal Shoe Co., Lowell Mass. 


ANTED—Live wire side line men acquainted 
iberal com- 


mission. 
Recorder, 127 | Duane St., "New York, N. ¥. 


RESIDENT salesmen wanted in following cities 
and surroundings, ange, = D oft —_ 
Louis, Philadelphia, Buffalo, Chicago, 
City. Must be men acquainted with the e. ‘and 
familiar with jobbers’ lines, in stock, women’s 
‘specialty shoes at popular prices. Commission 
basis. Address K110, care Boot and Shoe Re- 
cerder, 127 Duane St., New York. 


GALESMEN WANTED—We are looking for tv two 
depen le salesmen to carry our line o! 
lep-guieed boudoirs and felt house and Sedveam 
slippers as a side line in the states adjacent to 
Chicago, one for Illinois, Wisconsin, 

and Iowa; another for Indiana and Michigan. 
Our line will be ready January fifteenth, stronger 
than ever, and is favorably known in this terri 

Please give full details in first letter. Goldschmi t 
& Loewenick, Inc., 129 Duane St., New York. 


GALESMAN WANTED—To carry asa : side line, 
a McKay line of growing-girls, misses and chil- 
dren’s shoes among the retail trade, on a com- 
mission basis. Address B158, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


GALESMAN WANTED—By Elegant Shoe Store 
in large town in Massachusetts, splendid op- 
portunity for the right kind of a man. References 
required. Address B163, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


WORE- -SHOE SALESMEN—For State of 
Missouri. Only territory we now have open 
for next season. Want man with established trade 
only. One able to ——_ proposition on a straight 
commission basis. ee 7 line of men’s, boy’s 
and gent’s service oes and some semi-dress 
numbers. Made in Milwaukee. Gain in business 
100 per cent over last year. Luedke Schaefer 
Buttles Co., Milwaukee, Wis. 


WANTED— —We have openings for a few live 
wire salesmen to handle a line of superior 
soft sole shoes and moccasins, children’s first- 
steps and children’s turn shoes in 3-8. Our line 
is very well-known and | established, at to 
men of the right caliber, we have a good proposi 

tion to offer. J. J. acMaster, 89 len St., 
Rochester, N. Y 


ALESM EN wanted for —_ selling side line, 

men’s fine welts, 12 samples, $4.00 to $5.00, 
6 per cent commission. For territory and details 
write R. K. L. Co., 10 No. Ionia Ave,, Grand 
Rapids, Mich. 


ANTED-—-Experienced salesmen, covering ‘the 

larger towns and cities—none others need 
a yea as follows: The Southern States, 
also Ohio and Eastern Pa., also Michigan, to sell 
the old established oS line of high-grade In- 
fants’ Soft Sole shoes. Ten ¢? cent commission, 
small clever sample outfit. side line second to 
none in this country, backed up by a large, up-to- 
date factory. State full particulars in first letter. 
F. J. Fox Co., Mfgrs., Rochester, N. Y 


‘ALESMEN WANTED—Good experienced shoe 
salesmen for ign. -grade western line of men ~ 
work shoes in the following territories: Michi 
Ohio, New York, Nebraska and Colorado, Tollons 
and Illinois, Texas, Virginie and West Virginia, 
and Kentucky. Only live shoe salesmen with an 
ed business will be considered. Address 
“Qptimo,” care Boot and Shoe Recorder, 189 
West Madison St.. Chicago. 





W iine of hoy's and ge to sell a manufacturer’s 
—" of boy’s and girl’s McKays on 

Goods carried in stock, sold in case lots 
—_ “to the “4 trade. Reference required. Also 
lines you are ni —_t or have —_— Apply 
N.S. Post Office } Box 2812, Boston, M: 





Who’ hice, depart Rw gt $— for peat ond and 
Lene eulines ans oouing growing fast—a a wonder 
tunity @ man experience, energy 

ebuity. Address B161, care — and Shoe Re- 

corder, 207 South St., Boston, Mass. 





W with shoe and wire | 

with shoe and Finding Trade, to sell _— 
— Pads, either straight or side line. Cotero 

ene; mn Mfg. Co., Burr Bidg., Scranton, Pa. 


ATTENTION 
RETAIL SALESMEN 


Now that the war is over we are building 
up our sales force and want several expert 
shoe salesmen. Only men who have fine 
records and are ambitious, and who can 
earn from $30.00 to $45.00 per week wanted. 
Address, giving all particulars as to age 
and experience—Opportunity, 496 Main 
St., Buffalo, N. Y. 

















POSITION WANTED 


REIGN BUSINESS—American with 20 years 





export business experience, speaks, reads and | 


writes 3 — es desires connection with hi = 
class manufacturing concern as export 

manager. Am an efficient organizer, energetic 
business getter, know the Latin business point of 
view, know the actual and technical business con- 
ditions. If you desire to organize your export 
department or open direct b jons 
with Latin American merchants, I would prove a 
valuable — to any organization needing such 
service. Address B155, care Boot and Shoe 
Recorder, 207 South St. , Boston, Mass. 








LD shoe and shoe factory salesman, at leisure 
every day, ten to three. ill keep your sample- 
room 7. answer telephone, type letters, make 
sales. — pe years old. Si 

ence. Small salary accepted. B156, care 

and Shoe Recorder, 207 South S&t., Boston, Mass. 


A SHOE MAN—With 12 years’ shoe buying 
experience in department stores and all shoe 
knowledge, i ~" in h i to — a change, at 

mt employ: arrt willing to go ag 
= ng Address B162, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chicago, Il. 


YN ot oe man, A-1 = twelve 
years retail shoe experience, desires 

tunity with either manufacturer or jobber. py <n 
K108, care Boot and Shoe Recorder, 127 Duane 
St., New York. 











HELP WANTED 





ANTED—Buyer for large wholesale shoe 
house located in Chicago. Only experienced 
man between 35 to 40 years desired. In answering 
kindly give following information: name, address, 
age, married or single, names of concerns you have 
been connected with and in what capacity, giving 
date you entered their employ and date you left. 
Present earning capacity—o' nae mare 
tionality. Position carries salary and also a profit 
sharing bonus. Address B157, pins Boot and Shoe 
R er, 189 W. Madison St., Chicago, Ill. 


. FOREIGN 
CORRESPONDENT 


Desires to make a connection 
with a firm in need of the services 
of an expert correspondent. 


The advertiser speaks and 
writes fluently, English, French, 
Spanish, Italian and German. 
Address Foreign Correspondent, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














LINE WANTED 


Wari is over, let us now concentrate our energies 
and sell lar-priced shoes. I am in a 
position to handle classified footwear, medium to 
the highest grades roduced, commission basis only. 
I have a trained lesforce, every line is represented 
individually, my 20 years’ successful road experi- 
ence warrants the very best connections. Terri 
ichigan a Indiana, Commercial 

ank references furnished on request. Temmedianb 
cash for factory rejects. Address Freedom, care 
oa and Shoe Recorder, 207 South St., Boston, 

ass. 


GUCCESSFUL SALESMAN—With a large fol- 
lowing among the best merchants in the terri- 
a desires for Colorado, Ymca sne Montana, 
oming, Utah and_borderi 
sng ry line of 8% to 11 and 11% to at OF en 
growing girls’ Turns and Welts, or McKays. 
If you want a nF na how of + ae the busi- 
ness, write prom on you have a stron; 
Address aos B°C H. "Freeland, 











line. care 
Rochester, i /> & 


HOE ANUP ACT URES sie wanted for 
west o mver territory and export 
sell to jobhers or lar; 


1919, 

= important shoe buyers, will consi 

su on Sein 20 © & + eee © 

a big volume, one conducted on a modern, efficient 
basis. Address B147, care Boot and Shoe Reeorder, 
207 South St., Boston, Mass 


ANTED—A manufacturer's high-grade line 
eel Ly Kopdace Gils aaking aaa olaamaees 
to in 
in Cleveland. Address B148, care vy bepee Shoe 
Recorder, 207 South St., Boston, Mass. 


HOE eS ae ae wanted for 
Minnesota productive hustler. 

a “M, we 30 est 35th St., Minneapolis, 
inn 
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Have just returned on the Canopic and have been honor- 
ably discharged from the Aviation Corps. Previous to enter- 
ing the service, I conducted my own business in the con- 
struction line for five years. Before that was in the shoe 
business. I am most anxious to make a good connection in 
the leather or shoe manufacturing business,—preferably the 
former. I am thirty-one years of age. Address S7, care 
“Boot and Shoe Recorder,” 207 South Street, Boston. 


A corporal with the A. E. F. returning to. civilian life, — 


would like to communicate with some manufacturer of McKay 
sewed shoes—some good line for the Southern trade. Six 
years’ shoe experience before entering service. Address S10, 
care ,““Boot and Shoe Recorder,” 207 South Street, Boston. 





A Lieutenant aviator just released from active service, 
would like an opening with a leather house. College gradu- 
ate. After leaving college, went directly into the Service 
as aviator. Would like an opportunity to learn the leather 
business. Address S8, care “Boot and Shoe Recorder,” 207 
South Street, Boston. 





Just been released from the U. 5. Army, and would like 
to-travel for a good shoe house. I don’t care what territory 


BOOT AND SHOE RECORDER 


‘“‘Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 

















as long as I am assured of a good remuneration. Before en- 
tering the service, I was in the shoe business in Detroit. 
Address S89, care ‘‘Boot and Shoe Recorder,” 207 South 


‘Street, Boston. 


A young man with five years’ retail shoe store experience 
and 2)4 years’ experience on the road selling a line of sporting 
goods, including shoes, before entering the service, would like 
to make connections. with some shoe manufacturing concern. 
Any territory. This young man has just returned on the 
Kroonland, having served overseas for nine months in the 
Cavalry, 76th Division, Headquarters Troop. He knows that 
he can make good selling shoes on the road; understands 
shoes thoroughly and is willing to work and receive promotion 
according to his ability. Address S11, care of “Boot and 
Shoe Recorder,’ 207 South Street, Boston. 





Army officer, just discharged after sixteen months’ service, 
desirous of getting into shoe manufacturing or shoe jobbing 
work. Considerable business experience having had a retail 
shoe business for last ten years. Have had experience as 
railroad agent, and understand freight and express schedules. 
Can operate typewriter. Strong; a hustler and 44 years of 
age. Address $12, care of Boot and Shoe Recorder, 207 
South Street, Boston. 











FOR LEASE 


FOR SALE 





WANTED TO PURCHASE 











GPACE F FOR LEASE—On Feb. 1 we move our GHOE | STORE FOR SALE—Best neighborhood 


women’s $5.00 Boot Shop to Stillman Theatre 
Building. One of the choicest locations on Euclid 
Ave. ish to sub-lease Balcony for misses’ and 
children’s shoes or kindred line, space about 20x75 
feet. Also large, well ventilated basement suitable 
for men’s shoes. Write us. Kirkpatrick-Beers 
Co., 1309 Euclid Ave., Cleveland, O. Mass. 


district in Cleveland. 
smartly equipped, with very attractive 
enclosed windows. Stock of 
practically ew. Can turn over a splendid lease. 
Address B160, care 
Boot and Shoe Recasdar, 207 South St., Boston, 


reason for selling. 


Store is small but 





$8,000 is clean and 


Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 











WANTED TO PURCHASE 


WANTED TO PURCHASE 


Quantities no object. Retail ‘or 
wholesale. Short term leases 
taken off your hands. 

ire or Phone us 











WANTED FOR EXPORT 
Slow Seller: 


CASH PAID 


Correspondence Confidential 
tablished 1890 











Discontinued Numbers 
Y OUR | Surplus Sto 
Entire Stocks 
FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 





for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken’ 
over. We will send a representative to 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 








100-102-104 Grand St. New York City 
Phone Spring 9413 





GLAUBERG & CO. 
401 Broadway, New York 
Phone Canal 4119 


We also purchase clothing, 
hats. furnishing. goods, etc. 
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The chief purpose of the * 







Annual subscription in United States, $3.50; per copy, 25 cents. 
Member of the Root Newspaper Ass’n 





Member of the Associated Business Papers, Inc, 


SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only *“*more”’ but “right’’; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of the retail 
*Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon 


shoe merchants. 
which depends the progress of the entire allied industries relating to shoes and leather; their production and distribution 


Canadian, $5.00. 
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Jan. 11, 1919 BOOT AND SHOE RECORDER 1 





Virginia Temple 


Shoes for Women 


He 





























VIRGINIA TEMPLE 


VIRGINIA TEMPLE Stock Style No. X1681 
—Havana Brown Vici 


Stock Style No. X Kid, 9-inch Lace Boot, 
1647—Brown Calf, 844- a by Fen- - 
inch Lace Boot, Good- way Last, Imitation 
year Welt, College Last, ie. B. Gs ond D 
Imitation Wing Tip. Price $6.00 
1%-inch Military Heel. 

‘ Stock Style No. X1650 
B,C and D Widths. —Same in Black Vici. 


Price $5.25 eases 














He 











yee TEMPLE Shoes are the best possible 
example of our high standards of style and value. 


The two above shown are particularly timely values 
and are ready to ship at the prices quoted. 


Parker, Holmes & Co. 


“The House That Helps?’ 
BOSTON - - . MASS. 











: 
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HE value of a name in manufacturing or mer- 
chandising is in exact proportion to the confi- 
dence it inspires in the buyer. 


A name that is known as representing RELIABILITY 
has that intangible, yet priceless quality, known as 


GOOD WILL. 


The name at the head of this page stands for QUAL-— 
ITY SHOEMAKING. It never will represent any 
other kind. 


It always will maintain the standard which we have 
set for it. 
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HK HK HK ADS HDK ADK HK 1K HK HDX 4K HDX HDK HK #DK HK 4K HK 4K HK 4K HK HK 4K 4K 4K 4K 269K 44K KX OX 


+X 


So long as we enjoy the GOOD WILL of our customers 
—and no longer—will our business grow and prosper. 


K +X 4K 1K 4K 4K OK 4K OK OOK OOK OOK OOK OOK OOK 


Our resolve for 1919 is to strengthen the name of 
DALTON as a connecting link between our customers 
and ourselves, thereby enhancing this GOOD WILL. 


The Dalton Company, Inc. 


BROCKTON, MASS. 


CHICAGO: 1415 Great Northern Building NEW YORK: 651 Marbridge Building 


BOSTON OFFICE: 183 ESSEX STREET, Room 405 


KV Ks Ke HK KH AHKs KK IKK KOK KIKI K PKG KI KH KIKI KOKI KI KIKI KOK KI KIKI KI KOK KIKI KOK OK KIKI KH OK HH KK KH IH HHI 
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KID KID 


Omer SELECTIONS UARAMTEED SELECTIONS 


Oneeer* 


iM)! UNIFORMITY [ai 


STANDARD | ae 

























































































: oa” 
COLOR, WEIGH T*4«GRADE. _ | 


A PROFIT or a loss from the purchase of : 
a lot of raw skins, depends practically 
always upon the grading of the finished . 
leather. 


With Standard Kid it matters not what a 
particular lot will yield. The grading must 
conform to the flexibie recpaeerneats of a 
standardized classification. 


‘Whether it be Gray or Field Nlouie, Black 
“or Brown, you know exactly what to expect 

from.a duplicate order, for one bundle of a 

grade is the same as all of that. rade, now 
and always. 3 































Prices Reasonable 
Inquiries Solicited 


STANDARD KID MFG. CO: 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., “U. S. A. 
~NEW YORK OFFICE, 610 TRIBUNE BLDG. ~ 
Factory, Wilmington, Del. . 
* AGENCIES 


CHAS, A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS. MO, 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL, 
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E TOITS 
Ars STANDARDIZED 













































































SOME DEALER SERVED THEM BOTH 


Grip ae 


REN: 
se OUR STORE? 








“MopeEL-S467_ 


- se iy 
ae 








igh oo 4 


‘ee 

esd Wet oes penis of ace shoes in 

increasing numbers.’ Their stories of satisfaction are influencing friends 
to buy. As demand increases dealer sales grow. A business of unusual — 
proportions is in sight for the coming season. Be with us in a steady climb °. 
upward. Better your business by the sale of “Glove Grip” shoes. It is a 
welt bleach: len, esaielets i socele Seren itis cee od Cone 
features which make easy work of retailing. 


ALL STOCK STYLES ARE CATALOGUED 
SEND FOR COPY 


‘Glove Grip” Snch Modet—S467. Panama Toe, “Glove Grip” whole 
Calf. "Imitation quarter blucher of Glazed Kangaroo. 9-8 medium 
sizes AA. 4t0 8; heel. In stock, sizes A, 7 to HH. nharsticgetisatt- 
DandE.5toll. . 


RNOLD SHOE CO. Dy MASS. et 

















Women’s Model shown above is priced at $7.50 and the Men’s Model at $6.75. We have 10 Glove Grip Styles for 
men in stock and four for women. 
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WHY DO WOMEN 
DEMAND VARIETY 













q Because they have tem- 
perament. They exhibit 
temperament in the affairs 

Wie of the heart as well as in the 

affairs of the purse. 










«For this reason, millions 
of women purchased CLOTH 
TOP BOOTS last year and 
will continue to. purchase 
cloth'top boots, this year and 
next year. 













« Therefore, this general de- 
mand and the demand for 
variety must be met with 
the supply.~ 






qHence every merchant 
should have a percentage of 
cloth tops on his shelves to 
meet the demand. 









Watch Fall 1919 


 SUEWNSTERN dae 


9 Spruce Street 
New York City 







Samples for 
Fall 1919 


No Restrictions 


A Smart, Snappy Style 
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“NUBUCK” 


Registered U. S. Patent Office 


EVER have we known a more 
insistent demand for NUBUCK, 
which is assurance enough that 

it will once more be a leading factor 
in next season’s smart shoes. 


The range of beautiful shades in which 
we offer NUBUCK is so wide as to 
satisfy the most exacting taste—White, 
Imperial, Light Gray, Olive Brown, 
Taupe, Mahogany and the new Beaver 
Brown. 


Send for color pad of the genuine 
Nubuck, originated and tanned ex- 
clusively by 


A. C. Lawrence Leather Co. 


161 South Street, - Boston, Mass. 


New York, Chicago, St. Louis, Cincinnati, 
Rochester, Gloversville 
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The 1919 line of Firestone 
Rubber Footwear will be 
presented to you soon by 
a representative, who is 
now in your territory. 


E take pride in offering the trade a 

quality of footwear in both the heavy 
and light line that is superior to anything, 
produced heretofore, and we predict with - 
confidence that you will be keenly interested 
in what the Firestone man has to show and 
say to you. 


The name ‘Firestone” on a rubber product 
is, in itself, sufficient to establish confidence 
and esteem; the scope of the line fulfills 
every requirement; the extra attention to 
details of construction makes every number 
serve its special purpose with a higher degree 
of satisfaction. 


The Firestone process of Double Pressure es- 
tablishes a new standard of economy through 
lon}, wear, with shapeliness, comfort and 
good appearance. Ample production insures 
prompt delivery. 


Inject this better quality and service into 
your 1919 business. Await the early call of 
the Firestone man. 


FIRESTONE TIRE & RUBBER CO. 
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New Castle Kid 


66 «ae 


Sudge It by its users 


AW stock such as New Castle 
quality standards require is very 
scarce. 

We can only secure so much of it. 


But New Castle reputation must 
not be impaired by the use of low- 
er grade raw stock than has been 
our rule. 

If your manufacturer can not sup- 
ply New Castle Kid in all the kid 
shoe orders you place with him, 
ask him to use the next best ob- 
tainable grade of kid. 

But don’t forget New Castle qual- 
ity priority. 

As soon as conditions of raw stock 
supply permit, we shall endeavor 
to supply New Castle Kid to 
everyone who requires it. 
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New Castle Kid Color 1 
(Havana Brown) remains ~ 
the favorite color with 
foremost manufacturers: 
and retailers. 


<< 
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New Castle Leather Company 
New York City 
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In the Spotlight! 


Stands the Rays of 
Investigation 


Ask Your Neighbors 





Cm (0) 270 OL OMe) ler 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 
NEW YORK: 66-90 GOLD ST. 


ST LOUIS? LEATHER EXCHANGE BUILDING BOSTON*145 SOUTH ST. 
JOHNSON STEPHENS ¢ PATTON LEATHER C THE G.LEVOR COMPANY 
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X) SELLING YOUR CUSTOMER 
SATISFACTION 


WHEN you recommend and sell Griffin 
Lotion Cream or Glace Kid Cream, 
you are making yourself stronger with your 
customer for these Cream Dressings for 
home use will keep footwear in excellent 
condition at very small cost—and very 
little trouble. 





Feature’ these two 
Cream Dressings—the 
Griffin quality and 
Griffin reputation is 
behind them. 














Sell your customer 
satisfaction 








GRIFFIN MFG. CO. 


69 MURRAY ST. 


IL NEW YORK, U.S.A. 
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UNION SHOES FOR 
UNION MEN 


Union shoes and Union shoes alone are accept- 
able for the union man and his family. 


At the same time these shoes offer the best 
possible value for any man and any family. 


By the selling of Union Stamp footwear you 
are meeting the demands of every man, woman 
and child in your community with merchandise 
that offers profit equal to ordinary shoes with 
an additional selling power. 


Do not fail to stock Union Stamp shoes for 
1919, Mr. Retailer, and insist that the sales- 
man show you the one and only stamp of the 


Boot and Shoe Workers’ Union. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


' JOHN F. TOBIN CHAS. L. BAINE 


General President Gen’! Sec’y-Treasurer 


246 Summer Street 
BOSTON -. - MASSACHUSETTS 


Jan. 11, 1919 


——$—$———— 
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Vaughan’s Ivory 


The Sole that Has Made White Shoes Staple 





What single factor has done 
so much to popularize:white 
footwear during the past four 
years? 


IVOR Y—with its smartly 
trimmed edges and heels— 
constitutes that one great 
factor of difference between 
the old and the new. Its edge 


is its own—it is White Clear 
Through. 


Not a very difficult question 
to answer when you compare 
the white shoe of the old days 
—its painted heel and edge, 
checking and peeling—and its 
modern prototype, Vaughan's 
Ivory Sole Leather. 





Costs no more than other good soles. 





George C. Vaughan 
TANNERIES AT 
PEABODY, MASS. 






































Experiences of Manufacturers 
with Neolin Soles 


{Told by Themselves } 


Diamond Shoe Co., Manufacturers and Wholesale Distributors of Men’s Shoes, 
Brockton, Mass., writes as follows to The Goodyear Tire & Rubber Company: 


Gentlemen: 

Ever since the original marketing of your 
product we have carried some shoes in stock showing 
Neolin Soles. In fact we also informed the trade that 
factory orders could be made up with specifications 
for Neolin Soles. 

Our decision to use your brand was prompted 
as much by the wishes of the retailer as by our mer- 
chandising policy to offer only dependable materials. 
The correctness of our judgment is well borne out by 
the unprecedented growth of our output--a fact with 
which every progressive and large sized manufacturer 
and retailer is well acquainted. 

It is only fitting that we credit each item 
with its share in our success and we feel pleased at 
the opportunity you have given us to attest to the 
worth of Neolin products on past performances and 
future prospects. 

A constantly increasing demand from our cus- 
tomers for shoes with Neolin Soles is sufficient proof 
that all your claims for them have been substantiated. 

Yours respectfully, 
“DIAMOND SHOE CO. 
M. Martin Stollmack, 
Sales Manager. 





There could be no more conclusive evidence of the genuine 
merit of Nedlin Soles than the facts related in this series of 
shoe manufacturers’ letters. The men who are telling their 
experiences with Nedlin Soles (in this and coming issues of 
this journal) are keen business men whose success is based on 
manufacturing shoes that give satisfaction to the consumer. 
They use Nedlin Soles because Nedlin Soles measure up to 
the standards of quality which they must maintain— in order 
to maintain the good reputations of their products. 


The Goodyear Tire & Rubber Company, Akron, Ohio. 


Medlin Soles 
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WHITON INC. : 


“103 BE DFOR 2D ST., BOSTON 


ITE SHOE CLOTH PAR EXCELLENCE 
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hers 
Linenatiirtad 


18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$300,000,000 
A YEAR 
is said to be the volume of the shoe repairing 


business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing 





United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 
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The Delight of t 


ALFSKINS are scarce and calfskin shoes 
® are high in price. But retail merchants 
who specify Agoos “Bell Brand” Side Leather 

will get from their manufacturers shoes that have 


all the looks and wear of the best calf leather shoes— . 


and plenty of comfort. 


In“fact Agoos “Bell Brand’ Sides are so different 
from ordinary Side Leather that some manufacturers 


do not hesitate to make up our leather in higher 
priced side leather shoes than has ever been their 
rule. 

These are times when every bit of advantage that 
can be turned into profit should be seized by the 


buyer of shoes. 


You will find it worth while to ask for Agoos “Bell 
Brand” Side Leather when placing your orders. 


S. L. AGOOS TANNING COMPANY 


Specialists in Fine Veal and Side Leathers 





145 SOUTH STREET, BOSTON, 


MASS. 












































Your Sure Reliance 


"THE Colonial Pump, shown oppo- 

site, is the Regal Mode for Spring. 

As an example of style based on 

quality, compare the Mode with any 
other pump on the market. 

In these days of shifting values, it 


will pay you to keep the Regal con-. 


centration principle in mind—concen- 
tration on the wanted leathers, the 
assured styles—sound shoes, your 
sure reliance whatever the times and 
the tendencies. 


Regal Shoe Company — 


BOSTON, MASS. 





cA 
































Stock No. 7089 


Patent Colonial Pump; Plain toe; Imitation Turn 
_ Sole; 17-8 Wood Louis Heel, Tailored Satin Bow 
AA, 4% to 7 B, 3% to7 
A, 4to7 Cand D2 to7 
The daintiest, most effective Patent Colonial 

Pump we have ever designed. 


Style Price Telegraph-Order 


7089 $5.45 Code Word 
DORT 


Regal Shoe Company 


BOSTON, MASS. 
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HE greatest advan- 

3 tage to the dealer who 

sells Onyx Hosiery is its 

hold upon the confidence 
of the public. — 





People buy 


at the price you ask because they 
know it is not too high in pro- 
portion to the service _they will 
receive. 


Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 
_ NEW YORK : 


PHILADELPHIA OFFICE BOSTON OFFICE CHICAGO OFFICE . 
1033 Chestnut Street 31 Bedford Street The Lytton Bldg. 


























~~ 
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Remember We Are 
Specialists in 
Party Shoes of All 
Kinds. 





Uérrect Dodg e 
For All Occasions 


IN STOCK 


Our Silver and 
Gold Slippers 
Warranted Not to 
Tarnish. 














No. 235—Patent 


Opera, Full Louis No. 160 — Patent 


eer $3.60 Opera, Low Louis 
Heel, Long Vamp 

No. 236—Gun $4.00 

Metal Calf Opera. 

Full Louis Heel No. 224—White 


$4.00 Satin Opera, Full 

Louis Heel. . . $3.60 

No. 262—Color 18 
Brown Calf Opera, 
Pointed Toe, 2%- 
inch Full Louis 
Pre $4.25 


No. 225—Black 
Satin Opera, Full 
Louis Heel. . .$3.60 





























Boston New York Chicago San Francisco Montgomery 
183 Essex St. 130 W.42d St. 600 Side. 20 Wy. Secon Hd. 417 Pacific Bldg. 20 Galena Ave. 


Come to Us for the Party Slippers 
So Much in Demand These Joy Times 


WD peers receptions, carnivals—a | | 
sorts of social functions are being 


renewed with zest. 


Costumes reflect the joyful mood—and 
party slippers are wanted to rightly 
round out the new toilettes. 


Our stock department is for your accom- 
modation. 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 


‘erminal Bldg. Grea’ 
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WOOL 


That You Can 
SEE and FEEL 


Al —_ FHVUUQQAQOUOUU000UEEEOOUOUUOAUOUOOOGOONONONOGOOGOOOOOAAAAOAALLOOA ee 


i) 
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= 





Wool laid and felted in large sheets in such a manner 
that there is no sidespread when the soles are cut. 
Enough rubber to make the stock waterproof and 
damp proof. 

Special cure under great pressure to make the stock 
firm and give it long wear. 


These Are the Features of Our New 
Black and Oak 


Lozxsol will not crack nor spread on the shoe. 
It will take and hold a good edge. 


It Is Superior to Soft, Stretchy Rubber or 
Spongy Leather in Every Way 


WHY WAIT? 


H. E. LOCKE & CO., INC. 


Sesicoant 99 Chauncy Street marsghes 
Rochester 


New York 
Philadelphia Boston, Mass. 
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“*Ye'll gang mony a mile 
afore ye find better.’’ 


= — Se a 


‘*Aristo”’ . **Jonteel’’ 
x = 


WHEN in Boston stop off at 183 Essex St., Room 507, 
where our full line of HIGH GRADE TURNS is on 


display. Courteous salesmen in attendance. 


Ask to be shown our new IDEAL PUMP-—a special feature 
and all that the name implies. 


Incidentally you will see our long line of TURNED OX- 
FORDS and PARTY SLIPPERS. Beautiful beaded 
effects. (We operate our own beading department.) High and 
low heel lasts. 


You are cordially invited to pay us a visit. 


HAZEN B. GOODRICH & COMPANY 


Boston Office, Factory, 
183 Essex St. Haverhill, Mass. 


ALL CORRESPONDENCE SHOULD BE ADDRESSED TO THE FACTORY 
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THE SHOE ABOVE THE MARK 





THE GREATER 
DIAMOND SHOE CO. 


SPECIAL MAKE-UP DEPT. 











FACTORIES - BROCKTON 


Specializing. in Men’s Welts. 
Union-made and Unbranded. 
Priced to meet the need of the 
majority of shoe buyers. 


Special Traveling Representa- 
tives cover practically every 
state. Appointments preferred. 
Any merchant interested in a 
line that pays best in the long 
run will do well to investigate 
our Service. You can’t afford 
to overlook it because you never 
can tell what another may have 
to suit you. 





YOU MADE POSSIBLE 
WE BEGAN MANUFACTURING IN 1912— 
CAPACITY OUTPUT 600 PAIRS A DAY 
NOW WE ARE READY TO MAKE AL- 
MOST 


7,500 PAIRS A DAY 


WHAT BETTER EVIDENCE CAN WE 
OFFER AS TO THE VALUE OF OUR 
GOODS AND SERVICE. 

















At last we'll be ready for you. Just think 
what this means to both of us. 


For almost three years the retailers asked 
for twice as many shoes as we could make. 
Old patrons. went along with half allot- 
ments; new ones had to content them- 
selves with a few pairs and, in some cases, 
with our legitimate excuse,—‘‘Sold-Up.” 


What were we to do? 


The war was on. Patriotic and economic 
restrictions prevented any step towards 
an increase for civilian merchandise. 


The first indication of peace set our plan- 
ning department on the job. A quick 
move, coupled with our merchandising 
capacity, put us in touch with a factory, 
right in Brockton that had been making 
Army shoes. | 


The space we have in this building gives 
us an additional output of 3000 pairs a 
day, in itself as much as many old estab- 
lished factories make in total. 


Diamond HhczG- 


FACTORIES BRANCH ( Saeeeers 
SALESROOMS. 
BROCKTON | PITTSBURGH 
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GOOD-BYE EXCUSESW) 


A 3,000 PAIR DAILY INCREASE 
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THE SHOE ABOVE THE MARK 


‘SWERE PUTTING OVER 


THE BEST PEACE IMPROVEMENT 





The plant is almost fully equipped. Our 
main task is to rearrange the system, to 
harmonize with our methods, so that every 
pair will add to our reputation as one of 


THE GREATER 
DIAMOND SHOE CO. 


STOCK SHOE DEPT. 











the best makers of men’s welts. 


ome aoe : 196 CHURCH STREET, N.Y. 
To facilitate the distribution of those shoes 


our stock division in New York City will 
now carry enough shoes ‘“In-Stock’’ to 
assure shipment within a few hours after 
the order is received. : 


Our new ‘“In-Stock’’ Catalog will go out 
in a month. 


All styles stocked made by us 
in our own factories along the 
same plans devoted to our 
specialdepartment. New 
Spring and Summer styles will 
be offered for distribution Feb. 
15. , 


In addition more territory will be visited 
by a reorganized sales force to take special 
orders. 


Definite dates when everything is com- 
pleted will be given in subsequent ads. 


Right ‘now keep in mind that the service 
and goods we will be able to deliver in a 
month from now will be as good as any 
and much better than most. 
A WELCOME 


Diamond HhwoEGC- | ***** 


DETROIT ROFIT OM THIS SUCCESSFUL 
CLEVELAND BRANCH HOME OFFICE ENTERPRISE. 

SALESROOMS 
CHICAGO NEW YORK, N. Y. ; 





THANKS 


TO OUR FRIENDS 
WHAT WE ARE NOW DOING FOR YOU 
MAY IN A SMALL WAY REPAY YOU 
FOR WHAT YOU HAVE DONE FOR US. 
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Foreign Trade Information 


We are actively interested in the expansion of 
foreign trade, and will be glad to extend all possible 
aid to present importers and exporters or to those 
who contemplate entering the foreign field. 


Our facilities in this respect are extensive and 
are at your command. If you desire any information. 
regarding foreign trade development we will be pleased 


to supply it. 


The First National Bank 


of Boston 


Capital, Surplus, and Profits, $27,000,000 
Over $250,000,000 


Resources 


Branch at Buenos Aires, Argentina 





samme 


Appreciation 


The Credit Clearing House, 
440 Fourth Avenue, 

New York, N. Y. 
Gentlemen :— 

We want to thank you for your kindness to us 
since we have been in business. We followed your 
advice since we started and it was a great help 
to us. The writer called on you fifteen months ago, 
when we opened here, and we are glad to say that 
since then we have made a great success of our 
business, as we have demu ALL of our bills and 
anticipated most of them when we could save any 
discount at all. 

I am glad to say that we do not owe anyone. 
Most bills were paid by December 15th and we have 
a nice cash balance in the bank. 

Again thanking you and wishing you a Happy 
New Year, Fours truly, 


oll 


MAKE BUYERS 
OUT OF PASSERSBY 


If you would display shoes to best effect, Hugh Lyons 
fixtures should be used in your windows. 

And remember that there are —— Lyons fixtures 
built especially to carry out all display plans and 
ideas—built by men who know how to “make buyers 
out of passersby.” 

Our catalog will assist you in ing, your windows 
more profitable. A card will bring them to you by 
return mail. 








The Credit Clearing House 


‘*Builder of Better Credits’ 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 








eltied. mm Oy de) iw eo). 0-7-4) Of 
0-44 See = 1 @ 2) 2 OO) Os ee @) cn 7-9-9 9 - 2 
LANSING —- MICHICAN 


SALESROOM CHICACO SALESROOM 


NEW YORK s 
STREET 234 S. FRANKLIN ST 


35 WwW. 32nd 
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“Following Through” 


In the Bates Factory 


OW and then we’ve hinted 
casually in these advertise- 
ments that the shoemaking 
methods in the Bates Factory have 
undergone improvement. 
This is stating the case mildly. 


te 


More hard work has been put into 
the improving of Bates Shoes than 
you probably realize—that is, unless 
you study the shoes themselves and 
compare them with our product of 
two and three years ago. 

We have tremendously strengthened 
the “follow through” system in our 
Webster plant. To do this, we struck 
at the heart of the proposition by 
strengthening superintendence. 
Massachusetts now has no better 
shoemaking talent than that which 
personally directs the operation of the 


entire Bates production department— 
from leather buying to inspecting and 


shipping. 
ca 


And it is following the shoes through 
that puts the “‘stand-up” into quan- 
tity production as large as Bates’. 
Every shoe manufacturer knows this. 
Following through catches and cor- 
rects the little slip-ups that would 
mar the finished product. It gives 
case goods the uniformity that de- 
lights .dealers—and makes old cus- 
tomers of new ones. 


% 
It’s going to be good business for 
dealers. to test the results of the 
Bates “follow-through” system this 
Spring. We're always open to 
negotiations from the right people 
for the Bates local agency. 


A. J. BATES COMPANY 


Central Distributing House 


328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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An Easy Way to Get 
Women’s Trade Is to 
Show Them _  Keith’s 


Konqueror Shoes 


Let them see Keith’s Konqueror attractive stvles and sales 
follow. 

Style, materials and workmanship are so combined as to 
make a lasting favorable impression. Prices make sub- 
stantial retail profits possible. Put them to the sales test 
now. ~ You'll be pleased with results. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. ss “BAYNE” L 
lew York Office, Broadway, Room oman’s Gun Met 
" ean oaen 20 Rass Sweet m Calf Bal 








WHY NOT TRY OUT NOW ae Nu-Sh 
A SAMPLE LOT OF OUR a ae G-Dnu 


Copper Protected Tip a Products Co. 


Manufacturers of 


Children’s Shoes ugg) NS _PRODUCTS 
eres Nu-Heel 
Nu-Tan 
~ Nu-Swade 
Nu-Shu 


has been taken over by 
Everett & Barron Co., Providence, R. I. 


Out who will continue making these peo high grade preparations exactly as 


we F Mr. Henry D. Robles is now consiected with this concern and assures 
F his trade that greater facilities will ensure prompt shipments. 


EXTRA WEAR—EXTRA PROFIT 


Johnson-Baillie Shoe Co. 
MILLERSBURG, PA. io delineates sr Teapentine 
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ISITING 
BUYERS! 


Make a note now to see the M—C McKay line at our 
Boston Office, 72 Lincoln Street, but a short two minutes 
walk from the South Station. 


We are presenting a complete line of exceptionally pleasing 
McKay shoes for women. In style—workmanship—and 
material, they will be found most excellent, while their 
popular price makes them quickly salable. 


Jot down a memo—now to see the M—C line while in 
Boston. 


MITCQHELL-CAUNT CO. 


FACTORIES, BOSTON OFFICE, 
LYNN, MASS. 72 LINCOLN STREET 
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You’ve read n fairy tales of 
old, 


Of magic shoes to aid 
knights bold, 
To walk with mighty 
stride! . 
But now, if you will listen 


well, 
A modern tale of fact I'll 
tell— 
Yc ur judgment 'tis to guide. 
The peel shoe of modern 
That ie = feet in 
proper way: 
And makes ‘io strong 
and glad! 
Is “BILLIKEN”’’—nowhere 
surpassed, 
Because it has the foot- 


form last— 
It is no passing fad! 


within bounds, please the mothers. 
They will do more in less time to put 


store. 


| Write or wire for Billiken Booklet or 
salesman. 


| SHOE COMPANY 


Manufacturers 
| St. Louis o 
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WON’T YOUR CUSTOMER BUY 
Children’s Shoes that 
CAN’T KICK OUT AT THE TOE? 


Copper Protected Tip 
*‘Little-Chief’’ Shoes 


Are made to wear, sell and make new customers 
Ask your jobber to include a trial lot 


W. J. BARRY SHOE CO. 
LOWELL, MASS. 








ILLIKEN ‘SHOES appeal to the | 
kiddies and by keeping shoe bills | 


pep in your children’s shoe department | 
| than anything you can put into your | 


McElroy-Sloan | 

















THE.ADVANTAGES OF 


2) 


P erfection ¥ 


7" a | Mt fg : 
Circhatein C — f acho 


HEEL 


With the Sharp Shoulder and Broad Wear- 
ing Surface 





They don’t scratch floors 
They don’t wear slippery They do stop uneven wear 
They don’t drop out The do prevent runover heel 


PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., Giz. 


They do protect 
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Buyers’ Kasy Reference Directory 


DuaneBiccS, lity Radium A. B. C. 


143 Duane St, | NEW YORK : EROPLLTS and 
aanameagieea8 t Color Restorer 


aca cs ogg A. B. C. cleans the shoe and at the same time restores 
Duane Shoe De Luxe the color without streaking. 
Light unsalable tans easily converted into a rich 
The ultimate in Women’s,Turned Footwear brown. 


A. B. C. is not a filler but a lasting color restorer. A 
IN STOCK : pure liquid wash containing no powder. 


Sat he ee. : = Radium Dye Co. Kansas City, Mo. 
u 





























ESTABLISHED 1884 A ‘ “Wilf, aA = adie 
Everything in! | © 1919 sla 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


<p array MASS. 


Wood Bloc x Factory, Newton Junction, N. H. 
Fhanncssencnenucnacsensutensates fT 








Bancroft Walker Comp pany 
on 


H al Famous for CLEAN shoes 


Os [mae Seaueaeeee 


























mr 


sgeeensasnnsenssssessesansssensssenssnnencennanensaanesDNneanenEnEOnERODIEnE 
We have for — 
IMMEDIATE DELIVERY 


Subject to previous call 


OVERGAITERS 


Felt and Cloth. 8, 9 and 10 Button. 
In Black and Certain Shades 


Also a special line of 
FELT BOUDOIR SLIPPERS 


AT INTERESTING PRICES - 
Write Us Your Requirements 


one Harrar & Chamberlin 
43 N. Third Street Philadelphia 


HOTEL MARTINIQUE 


ar ~y 32d & 33d 
> ew York 
Ph ae Entrance to 


A BOOT for NOW 


Black Kid Polish, Good- 
year Welt, Simulated Tip, 
13-8 Military Heel 

AtoE 24to8 


$5.75 


Same in Gun Metai Cali, 
Cabretta Top, $5.50 


Sowell & 


Bann Duane St., New York City 


D 


COORERURRGGRGRROREES 
5 nuoucenoucuanscuacsdvscansceasscnsuccscnscecseees 


SUDEEURURURGOEGEGROROORRGREORES 














CORDO TAN DYE 


A anent dye that changes a faded tan or ~* colored seatbee, 
aa kid to a deep, rich cordovan brown, the popular shade 
Broadway Subway and naan 


udson Tu CORDO Tan is the result of exhaustive caperimentation and 
One Block from and is y guaranteed to do all we claim for it. 
eee * Send for trial 50c package with “10 added for parcel post— NOW 
fond : 
 eeensaen! Shop-— : bene = soe % tf Gallon ¥5:00 
ping or Business. Galen 50 
Rates $2 Per Day and Up. 
A SPECIALTY ARISTO PRODUCTS 
155 Pleasant Rooms, 
with Private Bath 602 Myrtle Ave. 
$3.00 PER DAY BROOKLYN pS * ~ - NEW YORK 


The Martinique Res- We have taken over the business of the New York Shoe Dyeing Co. 


pmecqecen 9 A pene gra ARISTO BLACK DYE will dye any leather a permanent jet 


sonable prices. 
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Nineteen Nineteen 


This is to be a year of unprecedent- 


ed business—a year in which we 
may all participate in the work of reconstruc- 
tion. 


Reconstruction does not mean merely restor- 
ing business to a normal basis, but remaking 
living conditions that have been utterly de- 
stroyed, that the peoples of the devastated coun- 
tries may enjoy in ever increasing measure “‘life, 
liberty and the pursuit of happiness.” 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S. A. 














